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How A Progressive Works Manager Found Easy Stret 
or A Nifty Thrifty Lesson in Factory Power 











1 A Busy Works Manager, 
scrutinizes disapprovingly 
his power bills-supplies are 
§etting comparatively higher 
every month. Whats the 
Inatter with that engine room? 


=’ | 
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- A glance at the Works load 
chart shows a highproduction 
curve which should make power 
cost proportionately lower: He . 
soliliquizes, “I hope nothing 
lets Jo soas tointerfere — , 
with that penalty contract job 


6) “Great Ceasar’ Ghost!- 
there goes the shut-down 
whistle now,” he shouts a 
minute later, “the second 
time this month.’ 


The shop toreman 

informs him ofa serious 
engine break-down Murriedly 
issuing, orders tolay off the 
workmen, he hastens to the- 
 — engine room-where- } 
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5 The engineer shows hum a 
broken connecting rod 
“Nomore power for _at— 
east three weeks’he says ghoamaly 
git. Ung | es 
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“Three Weeks timed the manager a3 
he strode angrily back fo the ofiice, 
not anmindtul of the long rows of 
silent machines,with their ugly belts 
$288 ing idly, as though hing 


3 very helplessness. 


7 A few days Jater he sees 
a billboard:-‘It’s time Iwas 

Jooking into that proposition” 
he said as he read and reread 


timely tip é 


8 So the next day he hada 
Westing house application 
engineer assistin Phim in 
planning individual-motor 
drive with centralstation power 
for his factory, and- 
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Soon afterward the inefficient danger- 

ous rae ne and belts areremored, 
inaking the shop much lighter and 
Sreatly improving operating con- 

ditions and iicreasing production 


10 4 Westinghouse 
motor is applied 
to each machine. 








with automatic control. 
14 push button starts 
and stops each machine. 


12 No more’shut downs’ with ~ 
'~ this source of power be- 
hind Westinghouse Motor Drive. 
“Continuity-ot Service” is the 
Central Station's watchword. 








l The engineer is 
JI made Electrician 
with an oilcan fora tool 
kit. A shop extension 
occupies the old engine 
room space 











14 v/ —- Department 
gasps as the production goes up 
and up until itis 50 % greater 








| 5 Six months later 
J the Works Manager 
Tins happily as records 
Showing large returns 
on the Investment are 
Placed betore him, together 
with indications of very 
substantial recognition o 
his progressiveness 
Ly the manage- 


ment 
i Hommel SOE 








“Modernize 
and 


Fconomize’ 








SUGGESTED BY 


Westinghouse Electric & Manufacturing Company 


Sales Offices in All Large 


American Cities 


East Pittsburgh, 
Pennsylvania 
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Electric Range Success 
in the East 





@ You Central Station men hear a great deal about the 
success of electric cooking in the West. 


@ Let us tell you something about success in the East. 


We believe our success among eastern Central Stations 
has been due to unique advantages of “Standard” 


Stove design. 


@ We are selling stoves in communities not especially 
favored by low rates because, with the “‘Standard’”’ 
Stove, the housewife can cook electrically at about the 


same cost as she would pay for gas. 


VeeeEeeEqEEEEEEqEEEEECEEEEte@@@@E@HTZZZZ”2#X@XZE@t™lez. 
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@ And this economy of operation (which pleases the cus- 
tomer) goes hand in hand with a better load factor 


(which pleases the central station). 


@ Those are two reasons why you should investigate the 
“Standard.” It’s the most practical stove made. 


The 
STANDARD 
Electric Stove 
Company 
Toledo, Ohio 
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This is one of the newest types 
of the “Standard.”” You should 
see the complete line. 


1 
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More For Your Money 


A Bigger and Better ELECTRICAL 
MERCHANDISE After June 15th 


EK have completed arrangements whereby Electrical 
Merchandise will be taken over by the McGraw Pub- 
lishing Company after the issuance of our June Conven- 
tion Report Number. : 


Under the new management, the magazine will be en- 
larged and strengthened; the facilities and resources of the 
largest publishing house in the electrical field will be utilized 
in the production of an electrical commercial magazine which | 
will cover the entire field—central station, contractor, dealer, 
jobber and manufacturer. 











Frank B. Rae, Jr., who has edited Electrical Merchandtse 
since its first issue, will continue his connection and will 
serve the new paper. 


How You Can Get More For Your Money 


The regular subscription price of the new magazine will be $2.00 
per year, but all present subscribers to Electrical Merchandise and all 
who subscribe or renew their subscriptions (and pay) before June 15th, will 
get twelve more issues at the old price—$1.00. 


Fill out the subscription blank below and mail NOW. ‘This com- 
pany cannot receive subscriptions after June 15th. 


SSS SSS SSSR eee 


ELECTRICAL MERCHANDISE 
17 Madison Ave., New York, N. Y. 


The Rae Company 


17 MADISON AVENUE 
New York City 


lor the enclosed $1.00 please enter (renew) my subscrip- 
tion to Electrical Merchandise for twelve months beginning 


Name 














Address 
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The 1916 Chicago Convention 


Thirty-Ninth Gathering of National Electric 
Light Association Will Be Largest in History 


OTHING less than circus-poster 
N descriptions will do justice to 


the impending Thirty-ninth Con- 
vention of the National Electric Light 
Association. 

Place: Chicago. 

Time: May 22-26. 

Headquarters: Auditorium and Con- 
gress Hotels. 

This will not be a single convention, 
but will be four conventions merged into 
one. There will be four halls available 
for meetings. Commercial, technical, ac- 
counting, vehicle, and other sections will 
each hold individual conventions, which 
will overlap and unify into one great 
gathering. It will be a busy week—and 
a profitable—to all who attend. 

Commercial men will take especial 
pride in the fact that this year’s presi- 
dent is one of them. For the first time, 
the financiers and engineers relax their 
grip upon the association and the busi- 
ness-getters take hold. The convention 
is really a test of the strength of the 
commercial element—or rather an evi- 
dence that this element has attained the 
strength to dominate. 

President Lloyd, in taking over his im- 
portant office, struck the keynote of his 
administration in these words: 

“We are deeply concerned with engi- 
neering, financing and public policy, but 
we are also, and chiefly, concerned with 
plain business. Business methods, busi- 
ness ideals and business men are the 
things we need and are developing. 

“Tt is my hope that in the coming year 
the business factors involved in the suc- 
cess of our industry shall be given even 
greater stimulation, and that both our- 
selves and the public will come to under- 
stand and appreciate the fundamental 





business principles which must underlie 
the rendering of satisfactory, efficient 
and profitable electric service.” 

That the policy and purpose here ex- 
pressed have been realized in consider- 
able measure, we all know. Never be- 
fore has the business grown so rapidly 
and so soundly. 
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The Auditorium and Congress Hotels, Headquarters of the 1916 N. E. L. A. Convention. 


In a purely material way, we can con- 
gratulate ourselves upon tremendous 
sales of appliances, upon the securing of 
many thousands of unwired houses, 
upon spectacular development of indus- 
trial heating and electric advertising. 
Electric cooking has become, since the 
last N. E. L. A. convention, a practical 
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Chicago’s Famous Lakefront. 


selling proposition throughout the coun- 
try, where before it was important only 
in comparatively few territories. 

In the matter of our own development 
as men, we have built up our educational 
machinery, given a larger outlook to our 
men. ‘The establishment of the Light- 
ing Sales Bureau of the Commercial Sec- 
tion, and the enlargement of company 
section work has meant much to the 
younger men and to the newcomers into 
the industry. 

Self-deception in the matter of com- 
mercial practice is no longer the rule, but 
the exception. Sounder methods of 
analysis, a more grim demand for exact 
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truth and uninflated report records have 
combined to eliminate ‘hot air” with- 
out lessening enthusiasm. 

We have, in truth, not only improved 
and developed our business methods, but 
we have done much to develop our busi- 
ness men, and done most of all to de- 
velop our business ideals. 

The Chicago convention will be a 
meeting of strong and successful men. 
It will be held in a city where such men 
live and work. 

To urge every central-station commer- 
cial man to attend the Thirty-ninth 
Convention is like urging a man to grasp 
an obvious opportunity. The papers and 
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Panoramic View of Michigan Boulevard as Seen from Grant Park. 


discussions will be available to the stay- 
at-homes in due season; it is not for 
these that we meet. The real purpose, 
the true benefit of the convention, will be 
the personal contacts, the impromptu dis- 
cussions of intimate problems, the good- 
fellowship, the inspiration of meeting 
and knowing the big men whose wisdom 
and enthusiasm and ceaseless labor have 
built the business. The profit from con- 
ventions can never be established by an 
accountant—the credit items are too 
elusive. But that there is profit, and 
that this year the profit will be greater 
than ever before, is a truth which no 
commercial man will deny. 


Brief Details of the Big Convention 


cago will be in the Auditorium and 
Congress Hotels on Michigan Boulevard, 
overlooking Lake Michigan. There will 
be four convention halls, two in each 
hotel, so that four sections can meet 
simultaneously. The hotels face on 
Congress Street, as well as on Michigan 
Boulevard, and are connected by a tun- 
nel underneath Congress Street, so that 
visitors can go from one hotel to the 
other without street wraps, in any stress 
of weather. 

The exhibition of electrical appliances, 
in charge of a committee, of which J. 
Perry is chairman and H. J. McCon- 
naughy is secretary, will be held in the 
Auditorium Theater, which is in the 
same building as the Auditorium Hotel. 
The seats in the theater will be roofed 
over with a temporary floor, and the ex- 
hibit booths will be placed here. Conven- 
tion headquarters, registration booths, 
and the numerous other convention activ- 
ities will be placed in the ante-room and 
foyers of the Auditorium Theater. 

Registration and transportation ar- 
rangements are perfect. There will be 
three special trains, one from New York 
and Boston, via Buffalo and Cleveland, 
one from New York and Philadelphia, via 
Pittsburgh, and one from St. Louis. 

Every effort will be made this year to 
make the registration, both of out-of- 
town and local members, as easy and as 
expeditious as possible. As an attend- 


jeer convention headquarters in Chi- 


Efficient Committees Insure a Smooth- 
Running and Comfortable Meeting 


ance of five thousand is expected, this is 
a considerable undertaking in itself. 

The entertainment committee, of 
which Homer E. Niesz is chairman, 
hints that it has something pretty clever 
up its sleeve. There will be the usual 
opening reception, a grand rejuvenation 
of the Jovian Order, automobile rides, 
afternoon tea for the ladies, and other 
big “stunts.” A special effort will be 
made to make the convention a memor- 
able one for the visiting ladies. 

A feature will be the visits to local- 
industry points of interest. Arrange- 
ments are being made so that visitors can 
take trips to such places of interest as 
the generating stations and sub-stations 
of the Commonwealth Edison Company, 
the electric-operated freight tunnels of 
the Chicago Tunnel Company, the Haw- 
thorne works of the Western Electric 
Company, Sears, Roebuck & Company’s 
mail-order house, the Crane Company’s 
factory, factories of the International 
Harvester Company, Universal Portland 
Cement Works, Union Stock Yards, 
Gary and South Chicago steel works, 
State Street department stores, the new 
Municipal Pier, Selig and Essanay mo- 
tion-picture studios, as well as various 
electric-furnace installations, electrically- 
operated ice plants, etc. 

The Edison Building, headquarters of 
the Commonwealth Edison Company, 
Chicago Elevated Railways, Public Serv- 
ice Company of Northern Illinois, Mid- 


dle West Utilities Company, Chicago 
Central Station Institute, Electric Shop, 
Illinois Maintenance Company and sev- 
eral other electrical and allied concerns, 
is in itself an interesting place for elec- 
trical men to visit. It has entrances at 
72 West Adams Street and 125 South 
Clark Street. 


Following is a list of the names of the 
members of the general convention com- 
mittee and of the committees working 
under its direction: 


GENERAL CONVENTION COMMITTEE 


Samuel Insull, Chair- Sam A. Hobson 
man Oliver R. Hogue 
Louis A. Ferguson, Dana H. Howard 
Vice-Chairman George A. Hughes 
William L. Abbott Martin J. Insull 
Henry E. Addenbrooke Frederick R. Jenkins 
Edwin W. Allen Walter H. Johnson 
Bion J. Arnold (Philadelphia ) 
Godfrey H. Atkin George H. Jones 
William H. Atkins Peter Junkersfeld 
(Boston) John G. Learned 
Alex D. Bailey Willard W. Low 
Frank J. Baker George H. Lukes 
Russell H. Ballard T. Julian McGill 
(Los Angeles) Harry L. Monroe 
Joseph F. Becker Charles A. Munroe 
(New York) Homer E. Niesz 
John A. Britton (San Robert S. Orr (Pitts- 





Francisco) 
S. Morgan Bushnell 
Henry M. Byllesby 
Edward J. Doyle 
Harry M. Edwards 
(New York) 
William A. Fox 
Gaylord A. Freeman 
Winans W. Freeman 
(Cincinnati) 
John F. Gilchrist 
John H. Goehst 
Harry L. Grant 
Ainslee A. Gray 
John H. Gulick 
H. Rea Hixson 


burgh) 
William H. Ott 
Edward D. Payne 
Frederick Sargent 
Holton H. Scott (New 
York) 
William P. Sidley 
Bernard E. Sunny 
Victor H. Tousley 
Frederick von Schlegel 
Herbert A. Wagner 
(Baltimore) 
Walter F. Wells (New 
York) 
Ernest A. Edkins 
Harry E. Wing 
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FINANCE COMMITTEE ENTERTAINMENT COMMITTEE 
John H. Gulick, Chair- Willard W. Low Homer E. Niesz, James H. Gilchrist 
man Bernard E. Sunny Chairman John H. Goehst 
Godfrey H. Atkin Frederick R. Jenkins 
RECEPTION COMMITTEE Edwin H. Cheney William H. Ott 
Morgan L. Eastman Edward D. Payne 
Louis A. Ferguson, H. Rea Hixson Stephen Gardner 
Chairman Martin J. Insull ree Peesee 
Edwin W. Allen T. Julian McGill (Ladies’ Auxiliary) 
Bion J. Arnold Charles A. Munroe Mrs. Edward W. Mrs. Stephen Gardner 
Henry M. Byllesby Bernard E. Sunny Lloyd, Chairman Mrs. James M. Gil- 
John F. Gilchrist Mrs. Godfrey H. At- christ 
kin Mrs. John F. Gilchrist 
7 7 TeayTPTRA CC Tie Mrs. Edwin H. Cheney Mrs. John G. Goehst 
LOCAL INDUSTRIES COMMITTEE Mrs. Ernest A. Edkins Mrs. Samuel Insull 
j William L. Abbott, George H. Jones Mrs. Robert L. Elliott Mrs. Frederick R. Jen- 
: Chairman John G. Learned Mrs. Louis A. Fergu- kins 
S. Morgan Bushnell T. Julian McGill son Mrs. Peter Junkersfeld 
William T. Dean Frederick von Schlegel Mrs. William A. Fox Mrs. Homer E. Niesz 
| Harry L. Grant Mrs. Gaylord A. Free- 
man 


General Sessions, Vehicle Sessions and 
Commercial Sessions All Interesting 








? General and Executive Sessions WEDNESDAY, MAY 24, 2.30 I. M 
H . 1—Report of committee on underground con- 
j TUESDAY, MAY 23, 10 A. M. struction, E. B. Meyer. 
’ . 2—Report of committee on overhead line con- 

1—Welcome to the city, Mayor Thompson. a ree Pe ; : ates bea iinaee 
2—Address of President Lloyd. struc tion and inductive interference, R. J 
‘ - McClelland. 
; 3—Announcements. 





i 4—Report of committee on organization of the 3 Report of room” by Pe ay and transmis- 
: industry (membership), George Williams. SiON PIOGKeRe, £- \. SEAT CIM. 
{ 5—Report of the secretary. T. S oo - 
4 6—Report of insurance expert, >. oe ood, Jr. ‘HITRSDAY er ; 
7—Report of committee on progress, T. C. Mar- THURSDAY, MAY 25, 10 A. M. 
tin. 1 Report of committee on accident prevention, 
8—Report on Question Box, S. A. Sewall. Martin J. Insull. 
9—Report of committee on relations with educa- -_-Report of committee on prime movers, I. E. 
tional institutions, J. F. Gilchrist. Moultrop. 
10—Report of committee on company sections, 3—Report of committee on electrical apparatus, 
F. J. Arnold. ke 3 Elden. 
TUESDAY, MAY 23, 8.30 P. M. THURSDAY, MAY 25, 2.30 P. M. 
1—Report of committee on public policy, W. W. 1—Report of committee on street lighting, S. B. 
7 Freeman. Way. 
} 2—Report of committee on taxation of public 2-—Report of committee on power supply for the 
utilities, John A. Britton. electrification of steam railroads, Peter 
Junkersfeld. ; : 
rh ar] , r 9 r 3—Paper: “Central Station Electric Systems 
WEDNESDAY, MAY 24, 10 A. M. and Railroad Power,” J. Darlington. 
1—Report of treasurer, W. H. Atkins. 
2—Election of committee on nominations. 
3—Report of committee on rate research, Alex 
Dow. 
i—Report of committee on constitution and by- 
laws, R. S. Orr. 
5—Report of committee on geographic sections, 
Louis D. Gibbs. 
6—Address: “The Society for Electrical Devel- 
opment,” J. M. Wakeman. 
FRIDAY, MAY 26, 10 A. M. 
, 1—Awarding Doherty, Williams and Frasse 
prizes. 
2—Report of nominating committee. 
3—Report of committee on president’s address. 
4—Report of committee on memorials. 
5—Report of committee on resolutions. 
6—Election and installation of officers; adjourn- 
ment. 
Technical and Hydroelectric Sessions 
TUESDAY, MAY 23, 2.30 P. M. 
1—Chairman’s address, Holton H. Scott. 
2—Report of committee on meters, C. G. Durfee. 
3—Report of committee on electrical measure- 
ments, values and terminology, A. E. Ken- 








t nelly. 
4—Paper: “Lightning Protection for Transform- 
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On This Famous Thoroughfare Are Leading Hotels, Clubs, Exclusive Shops, Art Institute and Library. 


HOTEL COMMITTEE 


Ernest A. Edkins, Henry G. Kobick, 
Chairman Secretary 
Forest J. Arnold William R. White 


Dana H. Howard 


LOCAL REGISTRATION COMMITTEE 


Oliver R. Hogue, Edward J. Doyle 
Chairman Charles A. Harding 

Henry E. Addenbrooke William P. Lyon 

Charles A. Cummings William H. Ott 


LOCAL TRANSPORTATION COMMITTEE 


Gaylord A. Freeman George B. Foster 
Chairman John G. Learned 
Charles F. Clark Taliaferro Milton 


1 


ers,” D. W. Roper. Entrance to Edison Building, Located at 72 West Adams Street. 


| Complete Program of the Convention 


Commercial Sessions 
TUESDAY, MAY 23, 2.30 P. M 
Chairman’s address, J. F. Becker 
Report of committee on finance, E. A. Ed- 
kins. 
—Report of committee on membership, H. N. 
McConnell. 
—Report of committee on publications, C. A, 
Littlefield. 
-Report of committee on salesman’s hand 
book, M. S. Seelman. 
Report of committee on education of sales- 
men, F. R. Jenkins. 
Paper: “The Way to Make a Salesman,” 
Earl E. Whitehorne. 
Report of committee on merchandising and 
recent developments in electrical appli- 
ances, W. G. Stetson. 


WEDNESDAY, MAY 24, 10 A. M 


-Report of committee on wiring, R. S. Hale. 

-Report of committee on lamps, Frank W. 
Smith. 

Report of committee on electric ranges, W. 
R. Putnam. 

Election of committee on nominations. 
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Chicago’s Famous Lakefront. 


selling proposition throughout the coun- 
try, where before it was important only 
in comparatively few territories. 

In the matter of our own development 
as men, we have built up our educational 
machinery, given a larger outlook to our 
men. The establishment of the Light- 
ing Sales Bureau of the Commercial Sec- 
tion, and the enlargement of company 
section work has meant much to the 
younger men and to the newcomers into 
the industry. 

Self-deception in the matter of com- 
mercial practice is no longer the rule, but 
the exception. Sounder methods of 
analysis, a more grim demand for exact 


Panoramic View of Michigan 


truth and uninflated report records have 
combined to eliminate “hot air’ with- 
out lessening enthusiasm. 

We have, in truth, not only improved 
and developed our business methods, but 
we have done much to develop our busi- 
ness men, and done most of all to de- 
velop our business ideals. 

The Chicago convention will be a 
meeting of strong and successful men. 
It will be held in a city where such men 
live and work. 

To urge every central-station commer- 
cial man to attend the Thirty-ninth 
Convention is like urging a man to grasp 
an obvious opportunity. The papers and 
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discussions will be available to the stay- 
at-homes in due season; it is not for 
these that we meet. The real purpose, 
the true benefit of the convention, will be 
the personal contacts, the impromptu dis- 
cussions of intimate problems, the good- 
fellowship, the inspiration of meeting 
and knowing the big men whose wisdom 
and enthusiasm and ceaseless labor have 
built the business. The profit from con- 
ventions can never be established by an 
accountant—the credit items are too 
elusive. But that there is profit, and 
that this year the profit will be greater 
than ever before, is a truth which no 
commercial man will deny. 


Brief Details of the Big Convention 


HE convention headquarters in Chi- 
T cago will be in the Auditorium and 
Congress Hotels on Michigan Boulevard, 
overlooking Lake Michigan. There will 
be four convention halls, two in each 
hotel, so that four sections can meet 
simultaneously. The hotels face on 
Congress Street, as well as on Michigan 
Boulevard, and are connected by a tun- 
nel underneath Congress Street, so that 
visitors can go from one hotel to the 
other without street wraps, in any stress 
of weather. 

The exhibition of electrical appliances, 
in charge of a committee, of which J. 
Perry is chairman and H. J. McCon- 
naughy is secretary, will be held in the 
Auditorium Theater, which is in the 
same building as the Auditorium Hotel. 
The seats in the theater will be roofed 
over with a temporary floor, and the ex- 
hibit booths will be placed here. Conven- 
tion headquarters, registration booths, 
and the numerous other convention activ- 
ities will be placed in the ante-room and 
foyers of the Auditorium Theater. 

Registration and transportation ar- 
rangements are perfect. There will be 
three special trains, one from New York 
and Boston, via Buffalo and Cleveland, 
one from New York and Philadelphia, via 
Pittsburgh, and one from St. Louis. 

Every effort will be made this year to 
make the registration, both of out-of- 
town and local members, as easy and as 
expeditious as possible. As an attend- 
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ance of five thousand is expected, this is 
a considerable undertaking in itself. 

The entertainment committee, of 
which Homer E. Niesz is chairman, 
hints that it has something pretty clever 
up its sleeve. There will be the usual 
opening reception, a grand rejuvenation 
of the Jovian Order, automobile rides, 
afternoon tea for the ladies, and other 
big “stunts.” A special effort will be 
made to make the convention a memor- 
able one for the visiting ladies. 

A feature will be the visits to local- 
industry points of interest. Arrange- 
ments are being made so that visitors can 
take trips to such places of interest as 
the generating stations and sub-stations 
of the Commonwealth Edison Company, 
the electric-operated freight tunnels of 
the Chicago Tunnel Company, the Haw- 
thorne works of the Western Electric 
Company, Sears, Roebuck & Company’s 
mail-order house, the Crane Company’s 
factory, factories of the International 
Harvester Company, Universal Portland 
Cement Works, Union Stock Yards, 
Gary and South Chicago steel works, 
State Street department stores, the new 
Municipal Pier, Selig and Essanay mo- 
tion-picture studios, as well as various 
electric-furnace installations, electrically- 
operated ice plants, etc. 

The Edison Building, headquarters of 
the Commonwealth Edison Company, 
Chicago Elevated Railways, Public Serv- 
ice Company of Northern Illinois, Mid- 


dle West Utilities Company, Chicago 
Central Station Institute, Electric Shop, 
Illinois Maintenance Company and sev- 
eral other electrical and allied concerns, 
is in itself an interesting place for elec- 
trical men to visit. It has entrances at 
72 West Adams Street and 125 South 
Clark Street. 


Following is a list of the names of the 
members of the general convention com- 
mittee and of the committees working 
under its direction: 


GENERAL CONVENTION COMMITTEE 
Samuel Insull, Chair- Sam A. Hobson 

man Oliver R. Hogue 
Louis A. Ferguson, Dana H. Howard 

Vice-Chairman George A. Hughes 
William L. Abbott Martin J. Insull 
Henry E. Addenbrooke Frederick R. Jenkins 
Edwin W. Allen Walter H. Johnson 
Bion J. Arnold (Philadelphia ) 
Godfrey H. Atkin George H. Jones 
William H. Atkins Peter Junkersfeld 

(Boston) John G. Learned 
Alex D. Bailey Willard W. Low 
Frank J. Baker George H. Lukes 
tussell H. Ballard T. Julian McGill 

(Los Angeles) Harry L. Monroe 
Joseph F. Becker Charles A. Munroe 

(New York) Homer E. Niesz 


Faas 





John A. Britton (San 
Francisco) 
S. Morgan Bushnell 
Henry M. Byllesby 
Edward J. Doyle 
Harry M. Edwards 
(New York) 
William A, Fox 
Gaylord A. Freeman 
Winans W. Freeman 
(Cincinnati) 
John F. Gilchrist 
John H. Goehst 
Harry L. Grant 
Ainslee A. Gray 
John H. Gulick 
H. Rea Hixson 


Robert S. Orr (Pitts- 
burgh) 

William H. Ott 

Edward D. Payne 

Frederick Sargent 

Holton H. Scott (New 
York) 

William P. Sidley 

Bernard E. Sunny 

Victor H. Tousley 

Frederick von Schlegel 

Herbert A. Wagner 
(Baltimore) 

Walter F. Wells (New 


Ernest A. Edkins 
Harry E. Wing 
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On This Famous Thoroughfare Are Leading Hotels, Clubs, Exclusive Shops, Art Institute and Library. 


FINANCE COMMITTEE 


Willard W. 
Bernard E. 


Low 
Sunny 


John H. Gulick, Chair- 
man 
RECEPTION COMMITTEE 

Ferguson, H. Rea Hixson 
Martin J. Insull 
T. Julian McGill 
Charles A. Munroe 
3ernard E. Sunny 


Louis A. 
Chairman 

Edwin W. Allen 

Bion J. Arnold 

Henry M. Byllesby 

John F. Gilchrist 


LOCAL INDUSTRIES COMMITTEE 
William L. Abbott, George H. Jones 
Chairman John G. Learned 


S. Morgan Bushnell T. Julian McGill 
William T. Dean Frederick von Schlegel 
Harry L. Grant 


ENTERTAINMENT COMMITTEE 
James H. Gilchrist 
John H. Goehst 
Frederick R. Jenkins 
William H. Ott 
Edward LD. Payne 


Homer E. Niesz, 
Chairman 
Godfrey H. Atkin 
Edwin H. Cheney 
Morgan L. Eastman 
Stephen Gardner 


(Ladies’ Auxiliary) 


Mrs. Edward W Mrs. Stephen Gardner 
Lloyd, Chairman Mrs. James M. Gil- 
Mrs. Godfrey H. At- christ 
kin Mrs. John F. Gilchrist 
Mrs. Edwin H. Cheney Mrs. John G. Goehst 


Mrs. Ernest A. Edkins Mrs. Samuel Insull 
Mrs. Robert L. Elliott Mrs. Frederick R. Jen- 
Mrs. Louis A. Fergu- kins 

son Mrs. Peter Junkersfeld 
Mrs. William A. Fox Mrs. Homer E. Niesz 
Mrs. Gaylord A. Free- 


man 


Ernest A 

Chairman 
Forest J. 
Dana H 


Oliver R 


Henry E 
Charles A 


LOCAL 


Gaylord A. 
Chairman 


HOTEL COMMITTEE 
Henry G 
Secretar 


William |} 


Kobick, 


Edkins, 


V 
Arnold White 


Howard 


LOCAL REGISTRATION COMMITTEE 
Hogue, Edward J. Doyle 
Chairman Charles A. Harding 
Addenbrooke William P. Lyon 
Cummings William H. Ott 


TRANSPORTATION COMMITTEE 
George B. Foster 
John G. Learned 


Freeman, 


Complete Program of the Convention 


General and Executive Sessions 


TUESDAY, MAY 23, 10 A. M. 


1—Welcome to the city, Mayor Thompson. 

2—Address of President Lloyd. 

3—Announcements. 

4—Report of committee on organization of the 
industry (membership), George Williams. 


5—Report of the secretary. T. C. Martin. 

6—Report of insurance expert, W. H. Blood, Jr. 

7—Report of committee on progress, T. C. Mar- 
tin. 

8—Report on Question Box, S. A. Sewall. 

9—Report of committee on relations with educa- 
tional institutions, J. F. Gilchrist. 

10—Report of committee on company sections, 
F,. J. Arnold. 


TUESDAY, MAY 23, 8.30 P. M. 


1—Report of committee on public policy, W. W. 
Freeman. 

2—Report of committee on taxation of public 
utilities, John A. Britton. 


WEDNESDAY, MAY 24, 10 A. M. 


1—Report of treasurer, W. H. Atkins. 

2—Election of committee on nominations. 

3—Report of committee on rate research, Alex 
Dow. 

1—Report of committee on constitution and by- 
laws, R. S. Orr. 

5—Report of committee on geographic sections, 


Louis D. Gibbs. 
6—Address: ‘The Society for Electrical Devel- 
opment,” J. M. Wakeman. 
FRIDAY, MAY 26, 10 A. M. 
l1—Awarding Doherty, Williams and Frasse 


prizes. 
2—Report of nominating committee. 
3—Report of committee on president’s address. 
4—Report of committee on memorials. 
5—Report of committee on resolutions. 
6—Election and installation of officers; adjourn- 
ment. 


Technical and Hydroelectric Sessions 


TUESDAY, MAY 23, 2.30 P. M. 


1—Chairman’s address, Holton H. Scott. 

2—Report of committee on meters, C. G. Durfee. 

3—Report of committee on electrical measure- 
ments, values and terminology, A. E. Ken- 


nelly. 
4—Paper: “Lightning Protection for Transform- 
ers,”’ D. W. Roper. 


General Sessions, Vehicle Sessions and 
Commercial Sessions All Interesting 


WEDNESDAY, MAY 24, 2.30 I. M 


1—Report of committee on underground con- 
struction, E. B. Meyer. 
2—Report of committee on overhead line con- 


struction and inductive interference, R 
McClelland. 
3—Report of committee on hydro and transmis- 


sion progress, T. C. Martin. 


THURSDAY, MAY 25, 10 A. M 
] Report of committee on accident prevention, 
Martin J. Insull. 
2—Report of committee on prime 
Moultrop. 
3—Report of committee 
» L. Elden. 


movers, I. E. 


on electrical apparatus, 


THURSDAY, MAY 25, 


] Report of committee on street lighting, S. B. 
Way. 

Report of committee on power supply 
electrification of steam railroads, 
Junkersfeld. 

3—Paper: “Central Station 

and Railroad Power,’ J. 


2.30 P. M 


for the 
Peter 


Electric Systems 
Darlington. 


Charles F. Clark Taliaferro Milton 
Commercial Sessions 
TUESDAY, MAY 23, 2.30 P. M 


] 


address, J. F 
committee on 


Chairman's 

Report of 
kins 

Report of committee on 
McConnell. 


3ecker 


finance, E. A. Ed- 


membership, H. N. 


—Report of committee on publications, C. A, 
Littlefield. 

Report of committee on salesman’s hand 
book, M. S. Seelman. 

Report of committee on education of sales- 


men, F. R. Jenkins 
Paper: “The Way to 
Earl E. Whitehorne 
Report of committee on merchandising 
recent developments in _ electrical 
ances, W. G. Stetson 


Make a Salesman,” 


and 
appli- 


WEDNESDAY, MAY 24, 10 A. M 


Report of committee on wiring, R. S. Hale. 


Report of committee on lamps, Frank W 
Smith. 
Report of committee on electric ranges, W. 


R. Putnam. 


Election of committee on nominations. 





Entrance to Edison Building, Located at 


72 West Adams Street. 
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WEDNESDAY, MAY 24, 2.30 P. M 
Report of power sales bureau, C. J. Russell 
Paper: “Central Station Service in the Manu- 

facture of Artificial Ice’’ C. J. Carlson 
Report of committee on new industrial ap- 

plications of electricity, P. Torchio 
Report of industrial electric heating bureau, 
bb ’.. Hirshfeld 


THURSDAY, MAY 25, 10 A. M 

Report of lighting John G. 
Learned 

Report of committee on commercial aspects 
of highway and municipal lighting, T. F 
Kelly 

Report of committee on industrial and yard 
lighting, Oliver R. Hogue 

Lecture: “Lighting—A By-Product or a Buy 
Product” (illustrated), William A. Durgin. 


sales bureau, 


THURSDAY, MAY 25, 2.30 P. M 
Paper “Temporary Service for Municipal 
Sub-Service and Other Construction,’ C 
K Nichols 
Paper: “The Resistance Heater as a Load 
Builder,”’ E. F. Collins 
Paper: “Electric Furnaces,” R. H. Tillman 
Paper: “Electric Welding,” S. R. Dresser 
Report of committee on competitive power 
sources, E. F. Tweedy 


FRIDAY, MAY 26, 10 A. M 

Report of committee on residence lighting, 
Fred H. Scheel 

Report of committee on stores and public 
buildings, S. B. Burrows 

Report of committee on electrical advertis- 
ing, A. K. King 

Election and installation of officers ; 
ment 


adjourn- 


Accounting Sessions 
TUESDAY, MAY 23, 2.30 P. M 
Chairman's address, H. M. Edwards 
Election of nominating committee 
Report of executive committee 
Report of membership committee, E. J 
gaert 
Report of committee on classification of 
accounts, William Schmidt, Jr 
Report of committee on cost accounting and 
statistics, T Walsh 
Report’ of the library 
Holme 


Alle- 


committee, Alex 


WEDNESDAY, MAY 24, 10 A. M. 

Report of committee on form of annual re- 
port, C. H. Hodskinson 

Report of committee on customers’ records, 
E. J. Fowler 

teport of committee on purchasing and 
storeroom accounting, H. F. Frasse 


THURSDAY, MAY 25,10 A. M. 


—Paper: “Correspondence Course in Account- 


ing,” A. L. Holme and J. R. Wildman 
Report of committee on Question Box, Edwin 
A. Barrows 
Open discussion and experience meeting 


—Report of committee on nominations 


Election and installation of officers; adjourn- 


ment. 





Cee eeeeeereseeceseseeree®, 

















T. C. Martin, Secretary National 
Electric Light Association, New 
York, N. Y. : 
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Electric Vehicle Sessions 
WEDNESDAY, MAY 24, 10 A. M. 


Address of chairman, Walter H. Johnson. 

Report of secretary, A. Jackson Marshall. 

Report of treasurer, H. M. Edwards. 

Report on section activities, Secretary 
shall 

Report of committee on membership, Joseph 
IL). Israe 

Report of committee on standardization, E. R. 
Whitney. 

Report of committee on motion picture films, 
Carl H. Reed. 

Report of committee on traffic and good roads, 
A. H. Manwaring. 

Report of committee on insurance, Day Baker. 
Election of nominating committee 


Mar- 














Joseph F. Becker, Chairman Com- 
mercial Section, N. E. L. A. 
New York, N. Y. 

















WEDNESDAY, MAY 24, 2.30 P. M 

Report of committee on garages and rates, 
George B. Foster. 

Report of committee on 
Wagoner. 

Report of committee on federal and municipal 
transportation, James H. McGraw. 

Paper: ‘Industrial Truck Applications,’ C., 
W. Squires. 

Paper: ‘Electric Truck Problems and How to 
Minimize Them,” F. E. Whitney. 

Paper: “The Relations of Tires to Electric 
Vehicle Efficiency.”” S. N. Norton. 

Paper “Greater Garage Service,” 
Salvat. 


legislation, FP. D. 


Harry 


THURSDAY, MAY 25, 10 A. M. 

Report of committee on operating records, W. 
’. Kennedy 

Report of committee on central station co- 
operation, E. S. Mansfield. 

Paper: “The Exchange Battery System,’ P 
D. Wagoner. 

Paper: ‘Passenger Vehicle Problems and Ac- 
tivities,” E. P. Chalfant. 

Paper: “Central Station Promotion of Elec- 
tric Vehicle Use,’’ W. P. Kennedy. 

teport of committee on nominations. 

Election and installation of officers: 
ment 


adjourn- 


Company Sections Sessiens 


THURSDAY, MAY 25, 2.30 P. M. 

Paper: “The Company Section and the Com- 
pany,’ M. S. Seelman, Jr 

Paper: “Financing Company Sections,” A. L. 
Atmore. 

Paper: “Company Section Educational Work,” 
Douglass Burnett. 

Paper: “Company Section Entertainment and 
Recreation,” A. D. Bailey. 


FRIDAY, MAY 26, 10 A. M. 


Paper: ‘Employees’ Activities; Should They 
All Be Under the Auspices of the N. E. I 
A. Company Section,” J. D. Israel. 

Formation and meihods of conducting com- 
pany sections, E. C. Stone. 


3—Suggestions by committee on company sec- 


tions, ¥. J. Arnold; adjournment. 
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Special Trains to Chicago 


Three special trains, as hereafter de- 
scribed, will be run to Chicago for the 
convenience of National Electric Light 
Association members. The transporta- 
tion committee this year is under the 
chairmanship of G. A. Freeman. 


Red Special: 


From New York City (Grand Central 
Terminal) leaving Sunday, May 21, at 
12.50 p. m., and leaving Albany at 4.25 
p. m., Schenectady at 4.57 p.m., Utica, 
6.47 p. m., Syracuse 8.15 p. m., Roches- 
ter 10.04 p. m., Buffalo 11.02 p. m. (Cen- 
tral time), Cleveland 3.25 a. m.; at Chi- 
cago 11.50 a. m. Monday, May 22. 

Boston cars will leave Boston at 10 
a. m., Worcester 11.10 a. m., Springfield 
12.45 p. m., Pittsfield 2.85 p. m. Sunday, 
and connect with this train at Albany. 

This train will be under the personal 
direction of Mr. Ray D. Lillibridge. 


Pink Special: 


From New York City (Pennsylvania 
Terminal) leaving Sunday, May 21, at 
11.06 a. m., Hudson Terminal 11 a. m., 
leaving Manhattan Transfer 11.21 a. m., 
Newark (Market Street) 11.30 a. m., 
Elizabeth 11.38 a. m., Trenton 12.26 p. 
m., Philadelphia (Broad Street) 1.25 p. 
m., Harrisburg 4.15 p. m., Altoona 7.35 
p. m., Pittsburgh (Central time) 10 p. 
m., and arriving Chicago (Union Sta- 
tion) at 10 a. m., Monday, May 22. 

This train will be under the personal 
direction of Mr. J. C. MceQuiston. 


Purple Special: 


From St. Louis (Union Station), leav- 
ing via Chicago & Alton Railroad, at 9 
a. m., Monday, May 22, and arriving 
Chicago at 4.45 p. m. 

This train will be under the personal 
direction of Mr. Eli C. Bennett. 











W. H. Atkins, Treasurer, National 
Electric Light Association, 
Boston, Mass. 
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ON THE FOLLOWING PAGES WILL BE FOUND A NUMBER OF 


PORTRAITS. 


OF MEN PROMINENT IN THE COMMERCIAL ACTIVITIES OF THE 
CENTRAL STATION INDUSTRY 














seeneenee 


E. W. LLOYD 


President, National Electric 
Light Association 
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HICAGO, the city 
with the “I Will” 
spirit, has among its 

representative industries, the 

Commonwealth 
Edison Company 


serving a clientele of the most 
progressive industrialand com- 
mercial establishments with 
eficient, economical and de- 
pendable Electric Service. 


\\y The Hotel Sherman Company, operating both the Fort 
\ Dearborn Hotel and the Hotel Sherman uses EDISON 
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d FORT DEARBORN HOTEL 


: SERVICE exclusively in these representative hotels. This is an ex- 
cellent example of the usage of Central Station Service in Chicago 
because the nature of the hotel business makes necessary many 


exacting requirements. The Crane 
Co., with entirely different needs, 
finds it eminently satisfactory. 


} = The Commonwealth Edison 






HOTEL 
SHERMAN 
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i 
during the year 1915, 26,860 retail Aig 
\ customers. Nineteen isolated plants TAGS ¢ 4 
| | were replaced with EDISON SERVICE ved fe 
) during the year 1915 amounting to more than vg it & ‘2 
5,289 horsepower. The Company’s maxi- anil f rE ¢f ae - 
mum load increased in 1915 by 42,300 horse- want tf Se to 
j ‘ power, or about 14% increase. aunt EEE ge FE = os 
§ nnn erttee § (ES & 
) Commonwealth pws: | 
EdisonCompany ,, 
Edison Building Nu 
) * 


\ ae 72 West Adams Street, Chicago © »5 
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John F. Gilchrist, vice-president 
Commonwealth Edison Co., Chi- 
cago, Ill, 





Henry L. Doherty, president Henry 
L. Doherty & Company 








W. W. Freeman, pre sident Union 
Gas & Electric Co., Cincinnati, 
Ohio 


























H. M. Byllesby, president H. M. 
Byllesby & Company, Chicago, Ill. 





Samuel Insull, President Common- 
wealth Edison Company 








FE’. M. Tait, president Dayton Light 
& Power Company, Dayton, Ohio 























Arthur S. Huey, vice-president H. 


M. Byllesby & Co., Chicago, Ill. 

















W. H. Blood, Stone & Webster 




















Arthur Williams, general commer- 
cial manager, New York Edison 
Company, New York, N. Y. 
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Williams, commercial man- 
ager Henry L. Doherty & Co., Neu 


(re orge 




















O. R. Hogue, Head Lighting Agent 








H. N. McConnell, commercial man- 
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i 
Howard K. Mohr, Assistant to Vice- Douglas Burnett, manager com- H. J. Gille, sales manager Puget 
President The Philadelphia Elec- mercial department ( onsolidated Saini Wicuhlins I ight & ins bo 
tric Company, Philadelphia, Pa. Gas, Electric Light & Power Com- : S tl ae Wy “ : ry 
sia pany, Baltimore, Md. Sarees. Uv eeervs 
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L. D. Gibbs, Superintendent Adver- 


Illuminating Company of 


Mass. 


Boston, 





tising Depa rtment Edison Electric 














W. G. Stetson, Superintendent Ap- 
pliance Department Edison Elec- 
tric Illuminating Co. of Boston. 




















Theodore 
Sales Edison Electric Illuminat- 
ing Company of Brooklyn. 


I. Jones, Manager of 
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William A. Donkin, general agent, 
Duquesne Lighting Company, Pitts- 
burgh, Pa. 














A. K. Young, new business manage? 
Toledo Railways & Light Co., 
Toledo, Ohio 


























a 


Thomas F. Kelly, commercial man- 
ager, Dayton Power & Light 
Company, Dayton, Ohio 
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E. A. Edkin, manager electric shop W. H. Hod blicit : 
Commonwealth Edison Co., Chi- Dana H. Howard, advertising man- Mu Bi ecb. a. a : 
cago, Ill. ager Commonwealth Edison Co., ee a a : 

Chicago, Ill. : 

|: 

|: 

|3 

W. Rawson Collier, sales manager E. R. Davenport, sal mager D C bell ' EF 
Georgia Railway & Power Co., At- 7 5 ort, sates manage) uncan Campbell, manager Scran- |: 
9 pon Ga zs Narragansett Electric Lighting Co., : ton Electric Co., Scranton. Pa. E 

, Ga. Providence, R. 1. : : 
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: Holton H. Scott, general manager 
:| : : : ee Doherty Operating Company, 
¢| Joseph B. McC all, president Phila- New York Chas. R. Huntley, president Buf- 
: de [phia Electric ( ne falo General Electric Co., Buffalo, 
: Philadelphia, Pa. N. Y. 
Frank W. Frueauff, president Den- : C. L. Edgar, president Edison Elec- J. S, Dill, vice-president United Gas 
ver Gas & Electric Light Co., Den- : tric Illuminating Co., Boston, Mass. & Electric Engineering Corp., New 
ver, Coll. : ror, (N; ¥. 
7 eee a , . W. C. L. Eglin, second vice-presi- F. W. Smith, vice-president and 
highs ee ey poste dent, Philadelphia Electric Co., general manager United Electric 
si N.Y. ee 4 Philadelphia, Pa. Light & — . New York, 
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R.S. Hale, Edison Electric Illumin- 
ating Co., Boston, Mass. 





C. M. Stannard, secretary and new 

business manager Denver Gas & 

Electric Light Company, Denver, 
Col. 























John G. Learned, assistant to the 
vice-president Public Service Co. of 
Northern Illinois, Chicago, Ill. 














V. A. Henderson, manager commer- 
cial department Merchants Power 
Company, Memphis, Tenn. 


























ie Young, new business agent 
Publie Service Electric Co.., 
Newark, N. J. 























KH. ti Wallis, superinte ndent sales 
department Edison Electric Illumi- 
nating Company, Boston, Mass. 
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Si. 
Southern 


Kennedy, 
California 
Los Angeles, Cal. 


general agent 
Edison Co., 














John C. McLaughlin, manager com- 
mercial department Potomac Elec- 
tric Power Co., Washington, D. C. 























F.. D. Beardsley, manager commer- 

cial department Union Electric 

Light and Power Company. St. 
Louis, Mo. 
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T. Hutchings, general manager 
+ 


ochester Railway & Light Co., 
Rochester, N. 7. 
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Nan 


Paul Lupke, superintendent Public 
Service Electric Co., Trenton, N. J. 








R. S. Orr, general manager Du- 


quesne Light Company, 






























































































































nited Gas & Electric Engineering 
Company, New York, N. Y 




















Society for Electrical Development, 
New York, N.Y. 

















Electric Light & Power Co., Balti- 
more, Md. 

















Pittsburgh, Pa. : 
:| 
3 | 
: | 
:| 
| 
s| : 
q : 
q 
=| 
=| 
: H. T. Sands, general manager George N. Tidd, vice-president Alex. J. Campbell, general manager 
H Chas. H. Tenney & Co., Boston, American Gas & Electric Com- United Electric Light & Water Co., 
: Mass. pany, New York City, N. Y. Waterbury, Conn. 
, ; te ;, : : Charles M. Cohn, vice-president and | 
- orge B. Tripp, vice-president J. M. Wakeman, general manager general manager Consolidated Gas, 
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Harry W. Alexander, Director of 
Publicity Society for Electrical 
De velopment, New York, N. Y. 














BE. H. Beil, manager Youngstown & 
Sharon Street Railway Company, 
Youngstown, Ohio 
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y. Cael FE 
Portlar 


McMickin, contract agent 
id Railway, Light & Powe) 


Co., Portland, Ore. 




















R. A. Field, new business manage? 
National Gas & Electric Light and 
Power Company, Detroit, Mich. 
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H. L. Montgomery, manager and 
contract agent Ohio Light & Power 
Co., Newark, Ohio 

















Dieta 


PF. DOP 
ness ag 


Co 











embleton, ass’t to new busi- 
ent Public Service Electric 
mpany, Ne wa) k, N. rt 























Charles J. Russell, manager sales 
department Philadelphia Electric 
Co., Philadelphia, Pa. 



































I. L. Melloon, president Twin State 
Gas & Electric Company, 


Dover, N. H. 




















Ax ¥. 


and ge 





Wainwright, 
ne ral 
Public Se } vice Comp ini B 


Texas 


vice -preside nt 
American 
F | hile ne, 


manage? 
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Arthur R. Gerlach, Official Photog- 


rapher Commonwealth Edison 
Company, Chicago, Ill. 




















George H. Jones, power engineer 
Commonwealth Edison Company, 


Chicago, Ill. 















Herbert Alden Seymour, Editor 
Electric City Magazine Common- 
wealth Edison Company, Chicago. 
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Glen R. Trumbull, assistant to new 
business manager Henry L. Do- 
herty & Company, New York, N.Y. 











= 





George B. Johnson, manager Elec- 
tric Shop, Commonwealth Edison 


Co., Chicago, Ill. 














R. B. Basham, special agent Illinois 
Traction Company, Topeka, Kan. 








































Lewis A. Pettit, commercial man- 
ager for Albert Emanuel, 
Dayton, Ohio 











William P. Lyon, Estimating En- 
gineer Commonwealth Edison 


Company, Chicago 











William L. Wallace, manager appli- 

ance department Rochester Rail- 

way & Light Company, Rochester, 
Nae 
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M.S. Sloan, general manager New ; We: i. Winsheie. sense ; 
Orleans Railway & Light Co., New James E. Davidson, General Man- Sassen Wat : " "h 7 ee 
Orleans, La. ager Pacific Power and Light om Co yr it a wie Gwer 
Company, Portland, Ore. toad i hak aL 
Theodore Dwight, Engineering De- A. J. Marshall, Secretary Electric George W. Hill, Field Co-operative 
partment Society for Electrical Vehicle Section National Electric Staff, Society for Electrical De- 
Development, New York, N.Y. Light Association, New York, N.Y. velopment, New York, N. Y. 











C. W. Hare, manager new business 
department United Gas Improve- 
ment Co., Philadelphia, Pa. 























Joseph D. Israel, district manager 
Philadelphia Electric Co., Philadel- 


phia, Pa. 
































A. A. Pope, assistant general com- 
mercial manager New York Edison 
Company, New York, N. Y. 
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H. E. Wells. commercial depart- 
ment Utah Power & Light Com- 
pany, Salt Lake City, Utah 








C. A. Bigler, district representative 
Denver Gas & Electric Light 
Company, Denver, Col. 

















Walter Neumuller, special repre- 
sentative, New York Edison Com- 
pany, New York, N. } 
































































































gpoveses gases 
W. S. Mendenhall, commercial de- H. B. Coffy, assistant to publicity W. E. Quillan, new business man- 

partment Grays Harbor Railway & manager H, M. Byilesby & Co., ager Alliance Gas & Power 

Light Co., Aberdeen, Wash. Chicago, Ill. Company, Alliance, Ohio 

T. B. McMill listrict representa- ‘ sig ; 7 ¢ — ‘ a 
te Tole ore Saliaauas i Liekt Co G. E. Williamson, sign expert J. E. Shuff, contract agent Lincoln 
i. a, ss Denver Gas & Electric Com- Gas & Electric Light Co., Lincoln, 

‘ pany, Denver, Col. Neb. 
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Ross B. Mateer, commercial agent H.C. Porter, new business manage) : O. M. Booher, ma nager comme reial 
Southern Sierras Power Com- St. Joseph Railway, Light, Heat & : department Indiana Railways & 
pany, Riverside, Cal. Power Company, St. Joseph, Mo. : Light Company, Kokomo, Ind 
+ oe 2 SSCCSCR CCE EE ETE e eee eeeeeeeee 
y 2 v 2o 7 . ? , . . 7 7 ] | rertisi if made; 
re , P. a contract agent Et. J. Von Nieda, commercial man- ( _ tig oe, "Ne tg 
> a er ’ . , v ork Khdis oe Ne 
nion Lig ut, Heat — Co., ager Lancaster County Railway & Nev - 4 rig 0., ' 
Fargo, N. D. Light Company, Lancaster, Pa. —— 
ee SSCCC RECESS Ree eee eeeeee 
Louis E. Brown, sales manager : A. H. S. Cantlin, vice-president 
, , oo" ye > > . ’ ’ . . . > 
F. S. Troup, contract agent United Buffalo & Niagara Falls Electric : and manager Lehigh Valley Light 
Electric Light & Water Co., New Light & Power Co., Niagara Falls, : & Power Company, Allentown, Pa. 
Britain, Conn. N. Y. : 


PTTTITTITIILI TLL 

















PTT 





ELECTRICAL MERCHANDISE May, 1916 








again : 


ongratulations 


to the members of’ the 
electrical industry and to 
the Convention City ¥¥¥ 


CGhe ThirtyNinth Convention of 
Conve National Electric Light 


Association 


is to us reminder and proof of the 
unceasing work of men whose efforts 
in the interest of electrical industry 
benefit both individuals and companies 
throughout America 


“Che NewYork Edison Company 
At Your Service 
General Offices: Irving Place and 19th Street. NewYork City 
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J. E. Tucker, vice-president and 

general manager Greenwood Adver- 

tising Co. (Western), Los Angeles, 
Cal. 














P. D. Wagoner, president General 


Vehicle Co., Long Island City, N. Y. 























J.C. McQuiston, manager Westing- 
house Department of Publicity, 
East Pittsburgh, Pa. 





A. Larney, district manager West- 
inghouse Lamp Co., New York, 


Nz ¥; 





























C. E. Robertson, sales manager 
General Vehicle Company, Long 
Island City, N. Y. 























S. E. Doane, chief engineer Na- 
tional Lamp Works, Cleveland, Ohio 





























N. H. Boynton, Manager Depart- 
ment of Publicity National Lamp 
Works, Cleveland, Ohio. 












































: Frank H. Gale, manager advertis- : 
: ing de partment General Electric : 
: Co., Schenectady, N. Y. : 
: 5 
“SORORSRRRReeeeeseseceseeeeeeeesseseseusueues Snvecscececcecscusnensessansen= 
eacscccssccccsccsccsesscesccscsseces eousccsccescccscsscscaceess ensceccecees 











E. L. Callahan, district manager 
Westinghouse Lamp Co., Chicago, 


Ill. 
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Philadelphia. 








Central Station 
Power Service 


N adequate power supply is a 
valuable asset to any com- 
munity, but it should not 

only be adequate—it must also be 
reliable and economical. 


That these three essentials are 
characteristic of Philadelphia Elec- 
tric Service is evidenced by the fact 
that three of Philadelphia’s public 
utilities use our service; that the 
Baldwin Locomotive Works; the Midvale 
Steel and Ordnance Company; the Ameri- 
can Viscose Company; the Wm. Cramp 
and Sons Ship and Engine Building 
Company: the Girard Point Grain Stor- 
age Company all use our service for a 
total of over 60,000 kilowatts. 

This explains why so many prominent 
manufacturing establishments in this 
territory have ceased to operate their 
own power plants and have contracted 
for our service, and also why so many 
outside manufacturers have located in 
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J 
Ludwig Kemper, treasurer and J. W. Hancock, manager Roanoke :| B. F. Lyons, vice-president and gen- 
manager, Albert Lea Light & Railway & Electric Company, : eral manager Beloit Water, Gas & 
Power € 0., Albert Lea, Minn. Roanoke, Va. : Electric Co., Beloit, Wis. 
sesese sescccses “ PPRCRSSSS SSS ASSS SESS SSSR EESSEEE ESSE SET ERE EREERE REE ee eee eee eee eee eeeeeee 
C. H. Stevens, Manager Power En- Jol Ww. M ; = 
6 eee a 73 e. a Sonn - dmeyer ower engineer . » . _ 
. ago as Philadelphia Electric Company H. B. Kunz, power engineer, Toledo 
uminating ompant srooklyn : steCU Y; ey pays, an 
g N Yy, yn, Philadelphia, Pa. : Railways & Light Co., Toledo, Ohio 
5, SSSSSCHSHR ERSTE TE EERE EEE SESE eee eee 





























Fred D. Adams, secretary and 
treasurer The United Illuminating 
Co., New Haven, Conn. 














A. 





D. Dudley, commercial agent 
Syracuse Lighting Company, 
Syracuse, N. Y 











E. E. Larrabee, manager Twin 
State Gas & Electric Co., Ben- 
nington, Vt. 
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/E Pr SUG-STA N 
SUB-STATION WEST FARMS J uG-s Ainge 
~~ =r way 17 WATYON LANE AND 174 =—JST. 


654-650 w 








201 SrReET 
GENERATING 
STATION 
201 ANOQ™ AVE, 




















BRANCH OFFICE 
and 


UNITED ELECTR 
3 











GENERAL OFFICES 
THE UNITED 





1330 & 1ST Sr. 












JuB-STATION 
354 W. 45 JST. 











Ghe United facilities for 
electric service through 
the Borough of Manhattan 


THE UNITED ELECTRIC LIGHT AND POWER COMPANY 


Branch Offices 
and United Electric Shops 
Broadway and 140“St. 
Broadway and 89 “St. 









SUuB- SFATION 
204 ~2!'0 ELIZABETH ST. 
















General Offices 
130 East 15°" St. 
New York City 
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F. C. Jeannett, Superintendent, 

Wilmington District, The Dayton 

Power & Light Company, Wilming- 
ton, Ohio 











C. A. Littlefield, General Agent 
New York Edison Company, 
New York, N. Y. 











Mason H. Lytle, Superintendent, 
Piqua District, Dayton Power & 
Light Company, Piqua, Ohio 
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L. O. Ripley, vice-president Kansas 
Gas & Electric Co., Wichita, Kan. 

















J. H. Enright, division superintend- 
ent Hagerstown & Frederick Rail- 
way Co., Frederick, Md. 














F. H. Golding, vice-president and 
general manager Atlantic City 
Electric Co., Atlantic City, N. J. 














eeeeesee 































H. W. Plummer, vice-president and 
general manager, Asheville Power 
& Light Co., Asheville, Tenn. 























C. M. Kaltwasser, general manager 
9 g 
Harrisburg Light & Power Com- 
pany, Harrisburg, Pa. 
































Levin J. Chase, manager Concord 
Electric Company, Concord, N. H. 
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Brooklyn Offers Manufacturers 


A LOCATION AT THE WORLD’S COMMERCIAL GATEWAY. 
With steamers at your doorway—bound for every port. With rail- 


roads running from your factory to every city and village in the land. 


A READY-BUILT MODEL FACTORY MAY BE RENTED. A 


thousand to a million square feet of floor space. With every possible 





money-saving feature. And at reasonable rents. 


AN IMMENSE MARKET FOR ALMOST EVERY PRODUCT, 


right at your very plant. Ten million people within a 20-mile radius. 


A LABOR-MARKET NOTABLY FREE FROM FLUCTUATIONS, 
STRIKES AND LOCKOUTS. With housing facilities for workmen, 


unique in the convenience and comfort they combine. 


ELECTRIC POWER SUPPLY FROM THE BROOKLYN EDISON 
COMPANY, at less than it would cost you to generate, leaving you 
free to apply ‘‘Power-Plant Investment’? to the expansion of your 


business along profit-producing lines. 





facilities, rents, taxes, etc., gladly supplied 
WITHOUT EXPENSE or OBLIGATION to 


you. 


Edison Electric [Illuminating Company 
of Brooklyn 


General Offices: 360 Pearl Street, Brooklyn, N. Y. 


1 


The Industrial Bureau of the Brooklyn Edison 
Company is at YOUR service, to furnish full 
and free information on a Brooklyn location for 
YOUR plant. Detailed data on freight rates, 
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C. F. Michel, manager appliance 
department Union Electric Light 
& Power Co., St. Louis, Mo. 











Thomas R. Elcecock, advertising 
manager United Gas Improvement 


Co., Philadelphia, Pa. 



































M. S. Seelman, general 
sales agent Edison Electric Illumin- 
ating Company, Brooklyn, N. Y. 


assistant 





























R. E. Flower, manager electric 
shop Union Gas & Electric Com- 
pany, Cincinnati, Ohio 





John 








S. Bleecker, manager Colum- 
bus Railroad Co., Columbus, Ga. 























BE. R. Kelsey, advertising manager 
Toledo Railways & Light Co., To- 
ledo, Ohio 
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H. C. Blackwell, vice-president Peo- 
ples Light Co., Davenport, Iowa 




















A. B. Morton, superintendent Rome 
Gas, Electric Light & Power Co., 
Rome, N. Y. 























J. A. Hunnewell, manager Lowell 
Electric Light Corp., Lowell, Mass. 
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** Not merely Electric Light and Power, but also Illuminating Service. 





CLEVELAND NOW LEADS 


or takes high rank in the following thirty-three lines of manufac- 
ture. In industrial output it is fourth in the United States; and its 
position is permanently assured by fundamental conditions which 
favor the Cleveland manufacturer, 


Astronomical Instruments Knit Goods 
Automobiles Machinery 

Automobile Parts Metal Stampings 

Bolts and Nuts Oils, Paints and Varnishes 
Carriage Hardware Paper Boxes 

Castings Printing and Publishing 
Chemicals Screws 

Cigars Sheet Metals 

Drop Forgings Shipbuilding 

Dry Batteries Stoves 

Electric Carbons Tacks 

Electric Lamps Tools 

Electric Welding Wire 

Hardware Wire Nails 

Hoisting Machinery Wire Fences 

Iron and Steel Wire Springs 


Women's Outer Garments 


THE CENTER OF POPULATION: Within five hundred miles of Cleveland 
is more than one half the total population of the United States and Canada. 
Cleveland is within a night’s ride of the Atlantic Seaboard and the Mississippi 
River, and is on the principal travel highway between New York and Chicago. 
Iron ore, copper, stone, lumber, hides, wool, oils and other raw material are 
brought to Cleveland from nearby sources at a very low cost of transportation. 


SERVED BY NINE RAILROADS: All the Eastern trunk lines enter Cleveland, 
including nine different railroads. Transportation cost is low and facilities for 
shipping abundant. By boat, Cleveland has practically EXPRESS service at 
FREIGHT RATES to the principal ports on the Great Lakes, during eight 
months of the year. 


ABUNDANT LABOR: Cleveland has always enjoyed an unusual supply of 
high grade labor. There has been less serious labor trouble here than in any 
other large manufacturing center. The great diversity of Cleveland industries 
and attractive living conditions are a favorable factor in the labor situation. 
Cleveland is a city of homes, where modern conveniences and healthy surroundings 
can be had by the working man at very moderate cost. 


CHEAP POWER: Cleveland is near to immense coal fields of high quality coal 
for steam purposes. This means cheap fuel. Natural gas piped from West 
Virginia is also available for industrial uses at low cost. Electric power from 
Central Station is still more economical. The rates are so attractive that even 
the largest users of power prefer to buy Illuminating Service to making their 
own power. 


Manufacturers who desire a better location, better shipping facilities, less labor trouble and 
cheaper power, are invited to correspond with the Cleveland Chamber of Commerce or address 


THE CLEVELAND ELECTRIC 
ILLUMINATING COMPANY 


There is a difference” 
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L. W. Emerick, vice-president Ful- 
ton Light, Heat & Power Co., Ful- 
ton, N. Y. 











H. M. Beugler, operating manager 
Central Hudson Gas & Electric 
Company, Poughkeepsie, N. Y. 
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A. Wakeman, manager The 


Wilkes-Barre Company, Wilkes- 


Barre, Pa. 































































































L. L. Kellogg, president and general 
manager Sioux City Gas & Electric 
Co., Sioux City, Iowa 




















Albert S. Hall, general manager 
Hood River Gas & Electric Co., 
Hood River, Ore. 








W. 





C. E. Partee, manager Burlington A. R. Granger, vice-president and W. L. Mulligan, manager United 
Electric Light & Power Company, manager Beacon Light Co., Chester. Electric Light Company, Spring- 
Burlington, Wis. Pa. field, Mass. 
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C. Anderson, manager Canton 
Electric Co., Canton, Ohio 
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UNITED GAS & HLECTRIC 
HKINGINEERING CORPORATION 





Offers its Services as Consulting Gas, Electrical, 
Mechanical, Civil, Hydraulic and Commercial Engi- 


neers, and also as Purchasing Agents. 


q It is now supervising the Engineering and Opera- 
tion of Public Utility Properties whose service extends 


to 253 cities and towns located in 12 States. 


@ It is also in position to furnish Reports, Estimates 
and Specifications for the Construction and Operation 


of Public Utility Properties and Industrial Plants. 





61 Broadway 2100 First Ave. 
NEW YORK BIRMINGHAM, ALA. 
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Walter P. Schwabe, manager 
Northern Conn. Light & Power 
Company, Thompsonville, Conn. 














J. B. Kilmore, manager Pacific 
Power & Light Co., Astoria, Ore. 


























G. M. Cole, president Plattsbury 
Gas & Electric Company, Platts- 
burg, N. Y. 






































T. F. Grover, general manager 
Terre Haute, Indianapolis & East- 
ern Traction Co., Terre Haute, Ind. 





Homer E. Niesz, Secretary Budget 


Committee Commonwealth Edison 
Company, Chicago, Ill. 












































W. L. Wood, Jr., manager Tev- 
arkana Gas & Electric Co., Tew- 
arkana, Ark. 



































Harvey Robinson, automobile en- 
gineer New York Edison Com- 
pany, New York, N. Y 

















Morgan L. Eastman, Conducto 

Edison Symphony Orchestra, 

Commonwealth Edison Com- 
pany, Chicego, Ill. 




















J. F. McGuire, Manager Norther 
States Power Company, 


Minot, N. D. 
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Sound Investments Under 

















Experienced Management 














; ‘ees investment securities 


which we offer are issued 
by public utility companies 
under our own financial, en~ 


gineering and commercial man- 
WRITE FOR 


DESCRIPTIVE e ° 
LITERATURE agement. Operating units serve 


upwards of 325,000 customers 


Advise whether interested in bonds, notes | 
or stock 








H. M. Byllesby & Co., Inc. 


Engineers, Managers 


203 So. La Salle Street 


as CHICAGO - ro 
Gas Building 1203 Trinity Building 


| Tacoma, Wash. New York City 
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G. A. Sawin, Illuminating Engi- 
neer Public Service Electric 
Company, Newark, N. J. 





( 


W. F. Raber, 





Vice-president and 

reneral Manager, Arkansas Val- 

ley Railway Light & Power 
Company, Pueblo, Col. 








J. E. Harsh, General 
Salina Light & Power 
pany, Salina, Kan. 


Com- 


Manager, 
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W. M. Lewis, District Manager, 
Consumers Power Company, 
Muskegon, Mich. 




















B. 





C. Adams, General 
Montgomery Light & 
Power Company, 

gomery, Ala. 


Ma nager, 
Water 
Mont- 




















E. T. Penrose, Commercial Agent, 


Metropolitan Electric Com- 
pany, Reading, Pa. 
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Frantz Premier Company 
Ivanhoe Road 
Cleveland, Ohio 


You Stay! 


@ The man who sells appliances to you, collects his 
money and moves on. 


@ You stay! 


@ li the appliances give satisfaction over a term of 
years, you profit. If not, you look to him to make good. 
What if he can’t make good? In that case, you have 
to make good for him. For you can't get away from 
vour customers. 


@ Now, Frantz is like you in that particular. His 
nation-wide business is similar to your local business. 
He can’t get away from his customers. He has spent 
a great many thousands of dollars to establish the name 
—Frantz Premier—as the American standard of 
appliance excellence. He has a distributing organiza- 
tion that covers the entire country. He doesn’t dare 
jeopardize the reputation of the Frantz product. He 
has got to stay. 


@ The Frantz Way of appliance merchandising is 
based on this staying quality. He today stands ready 
to make good on every machine sold in 1911. In 1921 
he will be ready to make good on machines sold today. 
He cannot afford to sell appliances on any other basis. 


@ And you, Mr. Central Station Man, cannot afford to 
buy appliances on any other basis. 
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MERCHANDISING METHODS 


Salesmanship Management 


Window Displays 


Advertising 
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A One-Step-at-a-Time Range Policy 


Merchants Heat & Light Company of Indianapolis Goes Into 
Range Business Conservatively and Wins Substantial Success 


central-station men and_ range 

manufacturers to develop the elec- 
tric range market slowly. Whoop-it-up 
methods, which have proved successful 
in other lines, do not appear to be in 
favor. It is realized that housewives 
cannot be taught a new system of cook- 
ing in a single month; that the margin of 
merchandising profit and the profit on 
current at cooking rates are both nar- 
row, and that there is an element of com- 
mercial danger in plunging into this 
business blindfold. A convincing exam- 
ple of the conservative policy is Indian- 
apolis, where R. A. MacGregor, sales 
manager of the Merchants Heat & Light 
Company, is still engaged in what he 
terms missionary work, even after a 
vear of solid sales effort. 

As long ago as last June, the Mer- 
chants company engaged a gas-range ex- 
pert and put him to work on the elec- 
tric-cooking proposition. His first duty 
was to familiarize himself with all the 
different makes of ranges and to learn 
to accomplish results thereon econom- 
ically. No general campaign was at- 
tempted. The first purpose was to make 
sure that each buyer of an electric cook- 
ing equipment should be able to realize 
satisfactory results. With this purpose 
in view no effort was made to sell except 
to women who were interested personally 
in their own kitchens—the class of wom- 
en who take pride in their kitchen equip- 
ment and its operation. 

It was only after a careful ground- 
work had been laid that any popular ap- 
peal was made. Last fall it was deemed 
safe to generalize the effort, and cook- 
ing demonstrations were arranged at the 
State Fair in September, the Pure Food 
Show in October, and during Electrical 
Prosperity Week. The results were not 
startling. Only five stoves were sold, 
and these were watched with the great- 
est care. The results of the demonstra- 
tions, however, and the satisfactory per- 
formance of the ranges installed led to 
the campaign which is now going on. 

Even the present campaign is almost 
as closely restricted as the preliminary 
survey. A list was made up containing 
the names of only 600 customers, all per- 
sonally known to the management or to 
the salesmen of the company, and most 
of them being of what is termed the mid- 


; ae is a distinct tendency among 


dle class. When this small and care- 
fully chosen list was ready, a newspaper 


announcement was made of the cam- 




















R. A. MacGregor, sales manager, 
Merchants’ Heat & Light Com- 
pany, Indianapolis, Ind. 
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paign, and a letter sent to each of the 
selected prospects. Then the 600 were 
personally called upon by the company 
representatives, as result of which can- 





Get together dinner of the Merchants’ Company Employees to inaugurate 
paign 


vass 125 bona fide prospects were un- 
covered. The work then centered down 
to an intensive campaign directed toward 
these 125 names. 

The present campaign is being con- 
ducted in co-operation with the Globe 
Stove & Range Company, whose repre- 
sentatives work with the local sales 
force. The proposition, as explained at 
a recent convention by P. L. Miles of 
the Globe Company, is as follows: 

“Supposing, in round numbers, the list 
price of a stove is $100, which they buy 
from the manufacturer for approxi- 
mately $80. To this price of $80 they 
add the cost of installation and freight, 
which brings the cost up to about $90. 
This leaves a margin of profit of $10, 
and Mr. MacGregor wanted his custom- 
ers to have the benefit of this in some 
manner or other. He could have re- 
duced the list price, but felt that this 
same amount given in the form of a pre- 
mium would have a much greater com- 
mercial appeal. Consequently, with 
every range sold, the Merchants people 
give approximately $10 worth of alu- 
minum or Pyrex glass kitchen utensils. 

“Take the attitude of the consumer 
under this plan. Had the price been re- 
duced, the housewife would not feel that 
anything had been saved. To her, $90 
would be the price. On the other hand, 
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Display of Globe Electric Ranges in Merchants’ Company show room 


she now has $10 worth of aluminum 
ware which she has obtained free— 
something tangible, something she has 
wanted, as every housewife wants nice 
kitchen ware, and something which rep- 
resents a cash value. This plan has 
proved its value by actual operation.” 

An important feature of this bonus 
offer is the fact that a local merchant 
profits. The company gives a coupon 
with each range contract, which coupon 
is “cashed” by one of the department 
stores for such kitchen equipment as the 
customer may select. This has had the 
effect of interesting the local merchants, 
as witness the fact that before the cam- 
paign was a week old one of the hard- 
ware dealers located near the outskirts 
of the city asked for an arrangement 
whereby he might handle electric ranges 
in connection with the campaign. Com- 
ing from a dealer in gas stoves, this 
suggestion is most significant. 

The rate question in Indianapolis is 
in favorable shape. By consent of the 
Public Service Commission, a cooking 
rate of a little less than three cents has 
been established, which is sufficiently low 
to insure satisfactory bills to consumers 
who manage their electric ranges intel- 
ligently. 


ere in the Indianapolis cam- 
paign are not yet large enough to 
warrant boasting, but they are substan- 
tial and solidly based. After the news- 
paper announcement had been made and 
personal canvass had been completed, the 
Merchants company undertook an elec- 
tric cooking demonstration lasting four 
days. This was held on an upper floor 
of a downtown mercantile building, and 
personal letters with invitations were 
sent to each of the selected 125 prospects. 

Within a_ week, fifteen additional 
stoves had been sold, and only twenty- 
five of the prospects had been definitely 
disposed of, leaving 100 active prospects 
still to be worked upon. The sales are 
going forward at the rate of three or 
four a day. The men feel that they are 
engaged in a permanent, serious busi- 


ness, not a hurrah-boys effort to stam- 
pede their customers into buying appa- 
ratus which may later prove unsuitable 
or extravagant. 

Mr. MacGregor is a crank in this 
direction. He wants no circus parade, 
none of what he calls ‘‘side-show stunts.” 
In a personal talk he recently said: “We 
do not believe in ‘rubber statements’ 
that have been stretched almost to the 
breaking point, and we hope that a move- 
ment may be started for more truth in 
connection with sales effort.” It is not 
to be thought, however, that Mr. Mac- 
Gregor is an unbeliever in enthusiasm as 
a selling power. On the contrary, he 
holds “get-together” dinners, runs his 
sales force as two teams which are in 
constant friendly competition, and man- 
ages his department with a vast amount 
of what is called “pep.” 

We believe that in this matter of con- 
servatism, the Indianapolis campaign is 
characteristic of a new and better spirit 
in central-station commercial work, and 
that it is especially characteristic of the 
electric range business. Selling $100 
kitchen equipments is a serious proposi- 
tion. It must be followed one step at a 
time. Bunk and brag, exuberance and 
exaggeration, glib talk and guesswork 
have no place in a campaign upon which 
may rest the success of our biggest cen- 
tral-station opportunity. 


The Poetry of Cookery 


HE Waltham ( Mass.) Evening News 
recently instituted a jingle competi- 
tion which many merchants of the town 
have taken advantage of, but none so 
cleverly as the Edison Electric Illuminat- 
ing Company of Boston, which supplies 
this small city with electric service. 
The plan is for the newspaper to offer 
small weekly prizes for advertising jin- 
gles which are printed in connection with 
various ads. The result is that every 
potential poet—which means about 93 
per cent of the population—studies the 
advantages of the different advertisers’ 
goods and endeavors to set them to metre. 
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The Edison Company took the most con- 
spicuous space available and published 
four jingles each week. The plan is one 
which any newspaper will be glad to in- 
vestigate and adopt. Here are some of 
the Waltham poetics on electric cooking: 


The coal hod is out on the junk heap, the 
poker hangs mute on the wall; 

No more with the shaker I wrestle; the 
lifter I need not at all; 

I’ve discarded these symbols of serfdom; 
that I’m free I now feel I can say, 

Since I’ve bought an Electrical Heater 
and do things the EDISON WAY. 


No matter how small is your weekly pay 

You can surely put by a few cents a day 

To buy a range and make your home 
bright 

With Electric time-savers and an Edison 
Light. 


The junk man has our cooking stove, the 
poker, hod and sifter, 

We have an Edison range in now; it’s 
cheaper, neater, swifter. 

For up-to-date efficiency, there’s nothing 
that can match it. 

Goodbye to ashes, coal and wood, the 
chopping block and hatchet. 


* *% * 


No coal, no dust, no gas, no smell; 
I now can do without their murk. 
I miss them not, for full as well 
Electric heat will do their work. 


* * 


On Monday I wash, on Tuesday I iron, 
with the aid of the EDISON POWER. 
On Wednesday I clean with the vacuum’s 
help, and it takes me scarcely an hour. 
My kitchen is one of the MODEL kind, 
complete with ELECTRIC DEVICES. 
I find this the cheapest way to live, on 
account of the moderate prices. 


Housework once was truly tragic, 
Now we use electric magic. 
Cooking is simply fun, 

Turn a switch, the meal is done! 


No dust from ashes flying ’round; no 
ashes now to sift; 

No wood to saw and lug up-stairs; no 
heavy coal to lift. 

My work made light and wifey’s, too, by 
our electric range; 

It’s cheaper, too, than buying coal. Try 
it. Make the change. 


* * * 


Imagine a kitchen so neat and clean, no 
ashes, no coal, no dust; 

Every pot and pan all spick and span, no 
smoke, no grime, no rust. 

It’s not a dream, as it would seem, but a 
fact may be seen any hour; 

The Electric Range has worked this 
change, now we cook by the Edison 
power. 
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Getting Up Steam for a Range Campaign 


How the Electric Cooking Proposition 
Looks After the First Four Weeks 


Electric Company for a few words 

about its experience in starting a 
range campaign, we realized, of course, 
that one could hardly call a four weeks’ 
trial “experience.” Yet it seemed to us 
that an account of how a central station 
feels during its preliminary steps would 
be worth while. The man who has 
weathered the first discouragements, 
eliminated the early errors—who has, in 
short, got the “bugs” out of the propo- 
sition, is more likely to forget his early 
trials and tribulations. Yet the period 
of trial is a mighty crucial one in any 
commercial development. Many a man 
has become wholly discouraged by early 
disappointments; many others have be- 
come entirely misled by early success. 
So the opening month is one that con- 
tains many a lesson. 

The first trouble at Minneapolis was 
due to the fact that the company had not 
sufficient room to properly display elec- 
tric ranges in its own premises and 
therefore was compelled to hire quarters 
in another building, and, what was 
worse, in an upper room. This handicap 
will be shortly overcome as they are al- 
ready building an annex to their office, 
which will serve as adequate display 
space. A point to note, however, is that 
such space is an essential. It takes 
plenty of room to show a stove properly, 
and much more room to demonstrate it 
effectively. 

This lack of accommodation at Minne- 
apolis was made particularly irritating, 
because the company started by restrict- 
ing its sales to persons who called in 
response to the advertising. Says H. E. 
Young, sales manager of the company: 


ie asking the Minneapolis General 


“Through our advertising we have re- 
ceived a great number of inquiries on 
electric ranges, and during the first three 
weeks of our efforts we sold something 
like twenty ranges ourselves, while a 
dozen or so have been sold by dealers. 


“We have as yet no solicitors selling 
ranges, all ranges being sold from the 
display room to people coming in and 
making inquiries. 

“From the amount of effort we have 
put forth, and the very poor position we 
are in to push the proposition, the re- 
sults indicate that we shall have no trou- 
ble whatever in disposing of a great 
number of them when we have arrange- 
ments made to transact business prop- 
erly. 

“For the first month or two, as a spe- 
cial inducement to get a few ranges in- 
stalled, we offered a discount off list 
prices. After a sufficient number are in- 
stalled so that people are familiar with 





them, and understand how to operate 
them, and are not afraid of cost of oper- 
ation, dealers will be able to merchandise 
them the same as other electrical appa- 
ratus. For that reason we hesitate to 
build up a sales organization for the sale 
of ranges, as we would have to dispense 
with it later. 


“At the outset, however, the central 
station has to satisfy practically every 
customer who buys a range on all of the 
points with which they are not familiar; 
that is, people hesitate to buy electric 
ranges which the central station does not 
recommend. Again, they are afraid of 
their bills, and will not take anybody’s 
word except the central station’s on this 
point, as the bill depends entirely on the 
central station rates. Our rates are fig- 
ured upon a room basis which makes it 
necessary to understand them and ex- 
plain them for each individual house. 
This necessitates looking over past bills 
and showing our customers just how an 
electric range will work out on their par- 
ticular installation and how it will affect 
their particular bills. 


“It is quite evident, therefore, that the 
central station must take the initiative 
in the way of introducing electric ranges 
to the extent of getting enough installed 
to create a demand. After that, I feel 
that possibly they can be merchandised 
by dealers, but at the outset do not think 
the dealers could afford to go to the great 
expense necessary to educate the public 
to the use of electric ranges. 


“We, of course, have done a great 
deal to learn something about the various 
makes of the ranges. After all the study 
we have given the subject, and with all 
the information which we have gathered 
regarding them from various companies 
all over the country, we do not hesitate 
to say that none of them are entirely 
satisfactory. The one feature of price 
alone is a great handicap, as an electric 
range costs at least three times as much 
as an equivalent gas range, and since the 
central station would hardly take the 
position of assuring a customer that his 
bills will be less on an electric range than 
on a gas range, it is evident that the dis- 
placement of gas in favor of electric 
ranges is not going to be very general. 

“However, the new houses and apart- 
ments and the portion of the city where 
there is no gas will furnish a large field 
for electric ranges without displacing 
any gas ranges whatsoever, and by the 
time this field is developed the price of 
electric ranges will undoubtedly be so re- 
duced as to make it possible to displace 
gas ranges. 


(Continued on page 200) 
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UNIVERSAL 


Electric Home Needs 


By displaying Universal appliances 
you will make many quick sales, be- 
cause your customers are all famil- 
lar with UNIVERSAL quality and 
because they know that every article 
bearing the UNIVERSAL trade 
mark is backed by a manufacturing 
experience of over seventy-five 
years. 








{UNIVERSAL} 


UNIVERSAL Electric Appliances 
are distinctive in appearance and 
perfect in operation. They embody 
many exclusive, patented features, 
such as the UNIVERSAL method 
of heat distribution, which elimi 
nates waste current, and the Fusible 


Plug Safety Device, which prevents 
all danger of burned out heating 
elements. 

[If there's anything about UNI 
VERSAL Electric Home Needs 


that you're not familiar with we'll 
be only too glad to post you. 


Landers, Frary & Clark 


NEW BRITAIN, CONN. 
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NATIONAL MA 


ATIONAL MAZDA C Lamps embody- 
N ing the radically new departure in lamp 

manufacture—the gas-filled bulb—were 
announced little more than two vears ago. 
Yet in the short period that has since elapsed 
this new line has grown till it now includes 
fourteen sizes for multiple operation and in 


addition MAZDA C Lamps of seven candle- 





power ratings—from 60 to 1000—for series 
circuits. In National MAZDA C_ Lamps, 
therefore, the electric light user has available 
a range of units adapted to a wide variety of 
illumination requirements. This is highly 
significant of National MAZDA progress. 
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OF GENERAL ELECTRIC CO. 
NELA PARK, CLEVELAND 


Member Society for Electrical Development—‘*DO IT ELECTRICALLY” 
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ZDA C LAMPS 


Hl number of National MAZDA C 

Lamps now in use can be estimated in the 

hundreds of thousands. In two years 
they have put the standard of commercial 
lighting on a much higher plane. ‘They have 
introduced effective illumination into factories, 
mills and shops everywhere. The lower 
wattage sizes, and especially the new /5-watt 
unit, promise to become an important feature 
in home lighting. 

Krom the Central Station Manager’s view- 
point, National MAZDA C Lamps_ have 
opened up greater possibilities for service, and 
at the same time, have been the means of 
noticeably increasing kilowatt output. 
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“Outside the price, there is also plenty 
of room for improvement in practically 
all makes of ranges. In the matter of 
appearance, none of them are up to the 
present and latest gas ranges. The re- 
liability of the electric range is yet to 
be greatly improved upon, although cer- 
tain new developments, it is claimed, 
will solve this difficulty to a large extent. 

“Another matter which we have dis- 
covered is that the use of electric ranges 
for cooking requires quite an extensive 
education in cooking on that particular 
range; in fact, some of the electric 
ranges are so peculiar and so compli- 
cated that to utilize them efficiently re- 
quires a great deal more hard work, plan- 
ning and management than any house- 
wife or cook has ever been accustomed 
to give to these matters. 


“It is evident, therefore, that several 
difficulties lie in the way of a large sale 
of electric ranges, but I feel confident 
that all of these difficulties will be solved 
in the near future, and I cannot help but 
feel that electric cooking is going to be 
one of the biggest factors in the future 
sale of electric current.” 


Third Year of Cooking Campaign Puts 
Ranges on Practical Basis 


3Y W. R. PUTNAM 


started in 1913 to give some seri- 

ous consideration to the electric 
range. We placed that year thirty-eight 
ranges. Our total selling cost was $83.60 
per range. In 1914 we placed ninety- 
nine ranges at a total selling cost of 
$60.01 per range, and in 1915 placed 526 
ranges at a total selling cost of $17.72 
per range. 

We have a total of 43,000 residence 
customers using our electric service. 
Their average consumption is 17 kwh. 
per customer per month, or a total of 
8,772,000 kwh. per year. Our residence 
customers represent over 80 per cent of 
our total number of customers, our earn- 
ings from this 80 per cent of customers 
being, however, less than 20 per cent of 
our total earnings. Residence business 
when using an average of only 17 kwh. 
a month is not especially profitable busi- 
ness and in many instances might be 
considered undesirable. However, as a 
public utility it is essential that we serve 
all residences that we can possibly 
reach. In our situation we are now 
serving 96 per cent of all residences 
within 300 ft. of our distribution lines. 

There appears to be no reason why a 
very large majority of our customers, 
particularly in towns not served by gas, 
should not cook with electricity and thus 
increase the present monthly consump- 
tion per customer up to 125 kwh. per 
month. For the purpose of obtaining 
this increased consumption by our resi- 
dence customers we have taken hold of 
the electric cooking game in earnest. We 
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are of the opinion that the extra invest- 
ment required on our part to give our 
customers cooking service will vary 
from $50 to $70 per customer. We see 
no reason why the average lighting and 
cooking receipts per customer should not 
reach $50 per year, whereas our pres- 
ent residence earnings are less than $20 
per year. 

In promoting the electric cooking we 
have used demonstration work very suc- 
cessfully. We announce all demonstra- 
tions by prominently displayed newspa- 
per notices and send a neatly printed, 
well worded invitation to the housewives 
that we want to attend the demonstra- 
tions. These serve to impress upon 
prospects the fact that electric cooking 
is feasible and are of great importance 
in early development work in cooking. 
We do not plan to use demonstrations 
work as much this year as we have in 
the past. 

As soon as the prospects realize that 
electric cooking is feasible, the best re- 
sults are obtained by direct sales work, 
either at the office or at the home of the 
customer. 

In connection with the electric cook- 
ing in the home we have secured very 
interesting results from the installation 
of electric bake ovens in restaurants, 
cafeterias and bakeries. On Jan. 1 of 
this year we had eight customers using 
bake ovens; the total connected load was 
88 kw.; the average consumption per 
customer per month equaled 1308 kwh. 
This business has a very much better 
load factor than residence cooking and 
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also is less apt to be “on peak” business. 
Since Jan. 1 we have sold four additional 
bake ovens. 


N. E. L. A. Industrial Lighting Booklet 


The Publications Committee has just 
issued its new booklet on _ industrial 
lighting. This is the last work of the 
very successful year the committee has 
enjoyed under the chairmanship of C. A. 
Littlefield. 

The industrial lighting booklet is de- 
signed as educational material for cen- 
tral stations to distribute among the 
managers of factories and _ industrial 
plants. It gives many convincing argu- 
ments in favor of better industrial illu- 
mination, and is illustrated with more 
than a dozen excellent examples of mod- 
ern factory lighting practice. 

The booklet is 6 by 9 in. in size, 16 
pages and cover, printed upon the best 
paper and in the best manner. Central 
stations can secure the booklet in 1000 
lots for $30; 500 for $17.50; 250 for $10, 
which prices include the company’s im- 
print. Orders or requests for samples 
should be sent to the Secretary of the 
Commercial Section, N. E. L. A., 29 West 
Thirty-ninth Street, New York. 





SPECIAL NOTICE 


of subscribers is called to the 
publisher’s notice on page 162. 
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_ VELURIA BOWLS 


ROZELLE 


Colored Decorations 


It will be to the advantage of 











Something Entirely 
New 


electrical dealers to become ac- 
quainted with these bowls, for 
people are especially interested in 
colors just now, and Rozelle will 
harmonize beautifully with the 
new decorations of the home. 
Better put a few samples on your 
shelves to invite the orders that 
are waiting. 


IVANHOE-REGENT WORKS 
of General Electric Co. 
CLEVELAND, OHIO 


For all Canadian business refer to Canadian General 
Electric Co., Limited, Toronto, Ont. 

















T is worth money to central station 
| men to know whether the electric 

cooking game is a profitable one, 
or whether it is not. It may be worth 
thousands of dollars, if it is profitable— 
may save thousands, if it is not. From 
a careful analysis of all available figures, 
the writer has naturally formed his own 
opinion. It is, briefly stated: The elec- 
tric cooking business will form the most 
important revenue to the electric light- 
ing company, surpassing even the pres- 
ent lighting and power loads combined. 

In entering upon any discussion of the 
subject two factors merit first consid- 
eration. Will this load be profitable to 
the central station? Will the electric 
range be satisfactory to our customers? 
Upon the answer to these questions 
hinges the policy which the lighting 
company will pursue. For it stands to 
reason that if the load offers no profit 
attraction, the interest of the lighting 
company will be short lived, and also, no 
matter how profitable to the central sta- 
tion the load may be, very little progress 
will be made towards universal electric 
cooking unless the customers can be sat- 
isfied. 

Within the scope of a general paper, it 
is impossible to give even an approxi- 
mate answer to the question of central 
station profit. Rates for cooking de- 
pend upon the hours’ use of the demand 
or load factor, the diversity factor and 
peak load, the cost of generating and 
distributing current. These vary in dif- 
ferent localities, with the consequent im- 
possibility of making any set rule for 
the establishment of rate. 

Some central station managers will be 
willing to accept the practice of other 
central stations, and adopt similar cook- 
ing rates in their own properties. This 
seems a fairly accurate index. In this 
respect the following tabulation will 
probably prove worthy of attention: 





Rate No. of Towns 

5e. 640 
5e 211 
4c. 692 
4c. 506 
3c. 540 
3c. 261 
2c. at 
2c. 7 

Total, 2884 


According to the above list, 835 towns 
in this country have adopted a rate for 
cooking of 3 cents or less. It is hardly 
possible that these managers have all 
lost sight of the profit column in making 





*Abstract of a paper presented before the first 
convention of the New Business Committee at 
Kokomo, Ind., April 19, 1916. 





The Electric Cooking Proposition 


An Analysis of the Practical Fac- 
tors of Range Selling Success 


By PIERRE L. MILES* 


their calculations. For example, the 
Edison Electric Illuminating Company 
of Boston, with a statistical department 
second to none, has a cooking rate of 
less than 3 cents. It cannot be that this 
large company did not assure itself of 
profit in figuring this rate; on the con- 
trary, there is no question that they 
went into the matter in great detail, 
and arrived at their conclusions after a 
careful study of known facts. 











Pierre 


L. Miles, Sales 
Electric Department, Globe Stove 
& Range Company, Kokomo, 

Ind. 


Manager, 




















HE next point to consider is the at- 

titude of your customers towards 
electric cooking. Do they want electric 
ranges? Is the electric stove better than 
something they are now using? Will it 
do the work properly? Will the monthly 
bills be satisfactory? Will the range 
stay sold? 

To ascertain these points, we sent in- 
vestigators to twenty cities and towns 
who called on housewives of all stations 
in life. Of the housewives called upon, 
26 per cent have considered buying elec- 
tric stoves; 11 per cent would be will- 
ing to pay 100 per cent more than at 
present; 27 per cent would be willing 
to pay 50 per cent more than at present. 
These surprising figures exist in spite 
of the fact that the housewives inter- 
viewed know little about the advantages 
of electric cooking. Thirty-seven per 
cent of them knew it was cleanly, while 
only about 1 per cent knew that it would 
save on the meat bills; 24 per cent knew 
that it was more convenient; only 6 per 
cent were aware that it was cooler, and 


a mere 3 per cent knew that it was safer 
than gas. Not one knew that it gave a 
constant temperature—a very important 
factor in all cooking operations. 


EFORE any actual commercial work 
B is attempted to place ranges on your 
lines, it is necessary to consider the fol- 
lowing subjects, which constitute the 
electric cooking proposition: 

First—There must be established a 
rate high enough to insure a profit low 
enough to secure the business. 

The installation charge at first seemed 
to be a bugaboo. This question is one 
of commercial expediency, rather than 
one of equity. It appears that the best 
course to pursue is to include the cost 
of installation in that of the range, the 
total to constitute the list price. In this 
manner only one sale is necessary, and 
the price quoted covers the cost of the 
stove, delivered and ready to snap on the 
current. A majority of stations to-day 
deduct the cost of installation from their 
own margin of profit. This policy they 
adopt as a means of aiding their cus- 
tomers in purchasing electric stoves, and, 
in the early stages of the cooking game, 
making their proposition as attractive as 
possible. 

Time payments have proven their value 
in many businesses. They have been 
the means of solving the problems of 
the distribution of many high-priced 
articles—pianos, furniture, kitchen cab- 
inets, and the like. In the electrical 
business, time payments have given 
great impetus to the wiring of homes 
and to the sale of vacuum cleaners, 
washing machines and other appliances. 
The appeal of time payments is uni- 
versal. Sales are made to people who are 
well able to pay cash on the basis of time 
payments alone, as has been demon- 
strated time after time. 

A trial proposition on any article with 
which the public is unfamiliar is a sign 
of the seller’s confidence that the article 
will do all that is claimed for it. On the 
other hand, a refusal to make a trial 
implies that the merchant is not willing 
to give the purchaser an opportunity to 
verify what may seem like exaggerated 


claims. The first thought of the central 
station man is that a trial installation 
requires an investment for’ wiring, 


which, in case the range is returned, will 
prove a dead loss. This fact is certainly 
true, yet what are the actual facts in 
connection with the trial installation? 
J. Paul Clayton of the Central Illinois 
Public Service Company says: “We have 
made a practice of giving thirty days’ 
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electric signs will surely 
sell electricity for you 


It isn't guesswork—it isn’t a possibility—but a hard, cold, actual fact that 
Central Stations can sell more electricity by advertising their service the 
Electric way. 


FEDERAL electric signs are 


boosting central station profits 
the country over 


Enterprising Central Station managers rea'ize, not only that it is a paying proposition 
to advertise their service by means of electric signs, but they also realize that FED- 
ERAL electric signs are most effective in producing real results. 


Your prospective customers, as well as your present patrons, will be immensely in- 


fluenced by your faith in your own proposition when they see that you adopt the 
Electric way to tell your story. 


The unique electrical display effects that FEDERAL signs can produce for you are 
practically unlimited. 


won't you let us suggest 
a few effective sign designs? 


Without obligating you in any way, we shall gladly co-operate with you in pro- 
ducing attractive electrical displays that really will help sell your service. Say the 
word and our expert designers will get busy in your behalf. Don’t you think you'd 
better get in touch with our nearest ofice—NOW? Send for special bulletin No. 10. 


Federal Sign System (Electric) 


Lake and Desplaines Sts., 
CHICAGO 


1790 Broadway, 618 Mission St., 
NEW YORK SAN FRANCISCO 


Branches in all the large cities 
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trial on ranges to customers whose credit 
was satisfactory. At least 90 per cent 
of the customers who were induced to 
take ranges on trial purchased them 
after the trial period.” 

Some limits, however, should be placed 
on the trial proposition in order to elimi- 
nate the “joy rider’—the person who is 
willing to try anything once at some- 
body else’s expense. Care should be 
taken to see that trials are made only 
with people who are actually interested, 
who are financially responsible, who only 
ask to be convinced that the range will do 
the work in a satisfactory manner. A 
small cash deposit will tend to eliminate 
the larger portion of the undesirables. 

The question of price is one which 
constantly brings the central station 
man and the manufacturer to swords’ 


points. On every hand are heard state- 
ments by cential station commercial 
men regarding the large number of 


ranges they could sell were the manu- 
facturers only able to supply a range 
retailing for $40 or $50. Many of these 
men earnestly claim that price is the real 
obstacle which prevents the universal 
adoption of the electric range. Yet can 
you point to one single article which has 
been popularized on the price appeal 
alone? No, indeed. It is efficient sales- 
manship and not low price which will 
educate a public to the use of a new 
article. 

What is price, anyway? It is the 
amount which you put in the one pan of 
a balance scale. This one pan imme- 
diately goes down. To offset this, you 
must pour sales argument after sales 
argument into the other scale pan. As 
soon as your sales arguments balance 
the price, the sale is consummated. It 
is necessary to show the housewife that 
the expense of the range is entirely jus- 
tified by the advantages of electric cook- 
ing. Don’t forget, however, that sales- 
manship made the scales balance—and 
not price. Cut your price in half, and 
the scale pans will still retain their rela- 
tive position of inequality; you will still 
have to fill the empty pan with sales 
arguments before a balance can be ob- 
tained. 

The central station man calls atten- 
tion to the price of the gas stove, and 
states that the electrical manufacturer 
must put out a stove which will compete 
in price. Is this true? Do these same 
men forget the other articles which have 
been introduced successfully into the 
homes of the electricity consuming pub- 
lice? Take the toaster as an instance. 
To my recollection a gas toaster costs 
something like 10 cents. But the cost 
of the electric toaster when it was first 
placed on the market was somewhere in 
the neighborhood of $4—forty times as 
much. How are the two statements rec- 
onciled? You can buy an old-fashioned 
sad iron for somewhere around 35 cents. 
The electric iron used to sell for $5 and 
some of them sell for this price to-day. 
Think of it, fifteen times as much! Yet 
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has this great difference in price re- 
tarded the sale of those articles? Take 
more expensive articles, the washing 
machine and vacuum cleaner. Compare 
their price with the price of the told tub 
and washboard, or the broom. Yet these 
same central station men are to-day do- 
ing a good business in these articles. 

Price alone will not produce results. 
Price never has been and never will be 
the greatest consideration. Show the 
people just what the electric range will 
do, give them a trial in order to thor- 
oughly convince them of your statements, 
and they will be willing to pay the price, 
because they are getting value. 

Some central station men take the at- 
titude that they do not care to make any 
profit on the sale of the range; conse- 
quently they reduce the list price on a 
$100 range to something like $80. There 
are two bad features to this practice. 
The first is that it eliminates the sup- 
ply dealer and the contractor from the 
field. Again, once the price on electric 
ranges has been cut, it is almost impos- 
sible to raise the price to the established 
list. The maintenance of list price gives 
the central station man a margin of profit 
upcn which to work. This margin, de- 
voted to salesmanship and sales plans, 
will prove a more effective means of 
placing ranges on your lines than any 
reduction in price. 

In the operation of campaigns to pro- 
mote the sale of electric ranges there 
seems to be a tendency to start the cam- 
paign with a great deal of enthusiasm— 
full-page advertisements, cooking demon- 
strations and the like. Then because 
there are not a great many immediate 
sales, the interest wanes and the cam- 
paign is called a failure. 

It is the continuity of an electric range 
campaign which will eventually bring re- 
sults. The full-page advertisements and 
cooking demonstrations are all right only 
as starters. They arouse a certain 
amount of interest among your prospects 
—which interest must be maintained un- 
til the sale is closed. People are not 
educated in a couple of weeks. There- 
fore, it is my opinion that one should 
use small space in the newspapers—but 
use it often. Ten small ads are better 
than one large one. If you tell your cus- 
tomers 365 times a year that electric 
cooking is the safest, most convenient 
and cleanest, they will commence to be- 
lieve it. 

Put a man on the work whose busi- 
ness it is to develop your electric cooking 


load. But don’t weaken. If he does not 
sell a range in a month, or in two 
months, keep him right on the job. 


Eventually his work will show results. 
Where he only sells one range the first 
month, he will sell twenty the same 
month a year later. Don’t become dis- 
couraged because sales are slow. See 
to it that the stoves which are out give 
satisfaction. The sale of the first ten 
or twenty stoves will be your biggest 
problem. 
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American Flectrical Heater Company 
1335 WOODWARD AVE. 
DETROIT MICHIGAN ,U-S:A 
OLDEST AND LARGEST MAKERS 
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TWO CORRECTIONS 


In the April issue of this magazine 
appeared an abstract of a paper entitled, 
“The Value of Residential Business,” 
which should have been credited to G. A. 
Louther, of the New Business Depart- 
ment, Sandusky Gas & Electric Company, 
Sandusky, Ohio. 


In the same issue, certain data regard- 
ing shrinkage of foods cooked electrically 
were credited to the New York Edison 
Company. These data should have been 
ascribed to The Society for Electrical 
Develepment. 
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@ Individuality is not a matter merely of clever de- 


signing. To express individuality a sign must be ap- 
propriate, effective, productive. It must fit the cus- 
tomer’'s business, his purpose and his pocketbook. 


Such Individuality is found in Greenwood Signs. 


But there is another sort of Individuality about our 
product. 


Greenwood Construction has Individuality—it is so 
much better than you expect. 


Greenwood Service has Individuality—it is depend- 


able. 


We believe you are looking for this sort of signs—signs 
that satisfy your customers in the matter of design and 
price, and that satisfy you in the matter of construction 
and delivery. 


Address either factory 


Greenwood Advertising Company 
LOS ANGELES, CALIF. 
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important not only because of the 

direct results in the sale of current, 
but also because it is to-day one of the 
best advertising methods that can be 
used in extending the use of electric 
service. 

Many appliance shops of central-sta- 
tion companies have been run with the 
sole idea of putting appliances on the 
lines, the expense of so doing being 
charged to advertising. The present- 
day tendency is to operate along wide- 
awake merchandising lines, employing 
every method conceivable to conduct an 
alert, attractive and profitable establish- 
ment. 

The appliance bureau should be situ- 
ated on a main thoroughfare. The re- 
ceiving and shipping facilities should re- 
ceive serious consideration. Few cen- 
tral-station buildings are so constructed 
that the best possible methods can be 
utilized for the receiving and shipping 
of goods, and a shop located away from 
the main company building needs these 
advantages even more, and can have them 
if a proper study is made of the situa- 
tion. 

Have more than one room for show 
purposes, so that the goods may be shown 
in their proper place with appliances of 
a like nature. A washing machine with- 
in a few feet of an expensive table lamp 
is, to say the least, not exactly fitting, 
but such incongruities are likely to 
happen where only one room is used. 

Different forms of illumination also 
may be demonstrated by using separate 
rooms. If there is more than one show 
window available, each may be lighted 
differently from the others, thereby 
showing possibilities of window lighting. 

From a merchandising viewpoint, ta- 
bles and counters are by far the best way 
of displaying appliances. Customers, es- 
pecially women, like to handle the appli- 
ances they are interested in, and will 
sometimes feel more free to do so if the 
articles are in the open upon tables. 
Showcases are fast being relegated to 
the background in the modern depart- 
ment store, and are used only in special 
instances where the nature of the goods 
make them desirable. 

In modern progressive electric shops 
the trend seems to be to use the new type 
of illuminated side-wall cases for the 
regular lines of nickeled ware, in con- 
junction with small tables. “Special 
sale” material can best be shown on ta- 
bles, but appliances displayed in this 
manner tarnish and lose their newness 
very fast, so it is essential that an as- 
sistant be constantly employed in dusting 
and polishing. 

With reference to appliances shown in 
cases, the demonstrators in the show- 


Ti merchandising of appliances is 





*Abstract of a paper read before the Brooklyn 
Section, N.E.L.A. 





Merchandising Electric Appliances 


By W. H. WELLS* 


room must always be on the alert, so 
that the customers will not be prevented 
from examining any article in which they 
may be interested. 

A strictly progressive merchandising 
policy must be adhered to at all times. 
Special sales should be put on at fre- 
quent intervals, thorough demonstrations 
given, and vigorous selling campaigns 
inaugurated. 











W. H. Wells, manager appliance 
sales, Brooklyn Edison Com- 
pany 




















Advertise the sale of a popular appli- 
ance at a bargain price. A woman can 
rarely resist a bargain, and is quick to 
recognize and appreciate one. Once you 
get the ladies to realize that your shop 
is periodically a place for real bargains 
and they will keep constantly on the 
watch. As soon as a good sale is offered, 
the display room will be crowded with 
women intent upon buying. 

In this connection, however, the ques- 
tion is often raised, whether the edge is 
not taken off by having a special sale 
every month rather than at less frequent 
intervals. The Brooklyn company has 
been offering to its customers once a 
month some well-konwn and useful appli- 
ance at an especially attractive price. 
One month we offered a toaster-stove, 
and the results were most gratifying, 
800 being disposed of with apparently 
little effort. Another month a six-pound 
iron was offered; over 1600 of these 
were sold. A fan sale early in the sum- 
mer produces good results, does not 
seem to affect our regular fan season in 
July, and brings to the customer’s mind 
that hot weather is approaching. Our 
spring and fall sales of vacuum cleaners 
resulted last year in the gratifying total 
of 862 machines. In August, in order 
to clean out our stock of fans, an “End- 


of-the-Season Sale’ was conducted. It 
is surprising how many people will pur- 
chase fans late in the season. Early fall 
is “radiator time,” and a timely notice 
to the public will bring satisfactory re- 
sults. Last month our first vibrator sale 
resulted in the disposal of 262 massage 
outfits. 

It is advisable to select some line of 
merchandise, such as portable lamps, and 
establish in that line a record for low 
prices. We sell our lamps on a margin 
of profit considerably lower than that of 
the department stores. Our customers 
know that when they want a portable 
lamp they can get more for their money 
and a better selection in our shop than 
elsewhere. 

In the toaster-stove sale referred to, 
the only advertising we did was to send 
each residential customer a return post- 
card, explaining the offer, inclosed with 
the lighting bill, with the request to 
sign the card and mail it if desiring to 
purchase the article. The total extra 
cost of running this special sale was ap- 
proximately fifty dollars, a small per- 
centage of the total profits. Recently 
our advertising has been more extensive, 
use having been made of the street cars, 
newspapers, theater and opera pro- 
grams, and illuminated billboards, as 
mediums for reaching the public. 

Return post-cards furnish an excep- 
tionally good list of prospective custom- 
ers who are wide awake to the advan- 
tages and possibilities of electrical ap- 
pliances. Out of the 800 people who pur- 
chased stoves from us during our May 
sale, the majority bought irons in our 
July sale. In order to be of practical 
value this list must be kept up to date. 
Such a list can also be used as a means of 
notifying regular customers by telephone 
and in advance, when a sale is about to 
be inaugurated. By so doing you please 
the customer, for you are taking him 
into your confidence and giving him 
what might be termed “inside informa- 
tion” in advance of the general notice. 

We have found that advertising in the 
street cars brings good results, the cus- 
tomers in some instances mentioning on 
what car line the card was seen, so that 
the value of such advertising has been 
traced to its source. 

In former days many of the appliance 
shops were furnished in a manner which 
tended to drive away the ordinary cus- 
tomer. Some were fitted with really 
magnificent decorations. Too much 
grandeur frightens the customer of ordi- 
nary means out of your shop without his 
daring to ask the price of any article. 
If, on the other hand, the shop is 
equipped in a first-class, businesslike 
way, no one, whether rich or poor, will 
feel out of place. It is the great middle 
class to whom we look to make our busi- 
ness a success. 
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Why is the Electric Truck Superior 


for 85% of City and Suburban Work? 


Here’s the °* Yankee answer.’ 


99 


Why aren't 


street cars run by gasoline engines? 


Electricity and the electric motor have no 
equals for the short haul with many stops, 
such as street car runs. 


There is no consumption of power while 
the vehicle stands. There is no “stalling.” 
You don’t have to “turn over” nor “warm 
up” an electric. Just as a street car gets 
away quickly when the motorman turns on 
the juice, so does the electric get away first in 
heavy traffic. 

In the mechanisms of the gas and electric 
trucks there’s about the same difference as 
there is between the locomotive and the street 
car. 


The average electric truck is out of com- 
mission barely one-fourth as much as the 
average gas truck during the first three years 
—the best part of a gas truck’s life. 


There are many other sources of the elec- 
tric’s superiority. Lessened stable space, re- 
duced insurance, smaller upkeep. 


Then, too, don’t forget that in a few 
hours’ time your horse drivers can be taught 
to drive an electric truck. All there is to 
do is—turn on the power and keep in the 
road. 


These superiorities of electrics for 85% of 
all city and suburban work are G. V. Electric 
Truck superiorities. 


For fifteen years we’ve been applying the 
principles of electric trucking to nearly every 
kind of business. We undoubtedly have 
figures which would interest you. It will cost 
you nothing to get this information, gathered 
by the foremost electric trucking men in 
America. 


We can probably make you money. Why not write us? If we can’t, no harm is 


done. If we can, we’ve both made money. 





S NEW YORK CHICAGO 
Six Models: 1,000 to 10,000 Ibs. capacity 


GENERAL VEHICLE COMPANY, inc. 


General Office and Factory: Long Island City, New York 


That’s the only way we do business. 


BOSTON PHILADELPHIA 


“She 
Dealers in open territory are invited to correspond 


May, 1°16 
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Trade Notes of Interest Concerning Leading Makers of Electrical Merchandise 
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A New Idea in Table Lamps 


Under the trade name, Difusolite, the 
George C. Lynch Company of New York 
is marketing a new development in 
table lamps. The lamp is manufactured 
under the Godinez-Marshall patents, and 
embodies such combinations of bulbs, re- 
flectors and control as to enable one to 
have either a reading light or a semi- 
indirect light, or a combination of the 
two, and these may be dim or bright, as 
desired. A bulletin recently published 
by the manufacturer gives full informa- 
tion regarding this unit. 


Eight Cars of Electric Ranges 

One of the prominent technical jour- 
nals, after careful investigation, recently 
made the prophecy that at least $1,000,- 
000 worth of electric ranges will be sold 
during 1916. The recent activities of 
the electric range manufacturers is an 
indication that this desirable goal will 
be attained. 

The largest single order ever placed 
for electric ranges was recently filled by 
the Pittsfield plant of the General Elec- 
tric Company for shipment to Salt Lake 
District. The shipment contained 90 
apartment type ranges, 105 ranges for 
domestic use and 416 of assorted types. 
This is a total of 611 ranges, with a 
listed value of approximately $53,000 and 
filling eight cars when packed for ship- 
ment. 

The demand for electric ranges in the 
Salt Lake district indicates the rapid 
growth of electric cooking in that sec- 
tion. Indeed, this movement to com- 
pletely electrify the kitchen is common 
throughout the country where low cook- 
ing rates are being established, placing 
electricity on an equal footing with gas 
and coal, so far as cost is concerned. 
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Flood-Lighted Auto Speedway 


The Sheepshead Bay automobile speed- 
way and its 160-acre interior field, said 
to be the largest illuminated area in the 
world for night-time outdoor sporting 
events and auto races, is to be flood- 
lighted with 370 GE. projectors, each 
with a 500-watt type C Mazda lamp. 

This two-mile track is 70 ft. wide, and 
is constructed of heavy plank, 2 in. thick 
and 10 in. wide, placed edgeways and 
banked 25 ft. at each turn. 

The interior field of 160 acres will be 
lighted from 224 flood light projectors 
spaced round the outer edge on poles 30 
ft. above the track. The illumination 
over the total field will be approximately 
50 to 100 times full moonlight. This 
intensity will be further increased in the 
section just opposite the grandstand by 
114 additional projectors located at the 
top of the grandstand. Thirty-two units 
will be used to light the fences, thus 
lessening the number of patrolmen nec- 
essary to guard the track. 

The 224 projectors around the track 
are arranged so they can be readily 
turned upon the race course, producing 
a ribbon of light for the entire two 
miles. All light sources will be hidden 
from the eyes of the drivers, and the 
light will come from both sides of the 
track, always flooding ahead and in the 
same direction as the speeding machines. 

In addition to the 24-hr. automobile 
races scheduled for the middle of June 
on the Sheepshead Bay speedway, Na- 
tional Guard military manoeuvers will be 
held in May, when over 10,000 men will 
drill in the illuminated area. 

Current will be supplied by the Brook- 
lyn Edison Company. A contract has 
already been signed for 50,000 kwh. the 
first year, and in a year or more, it is 
expected the load will reach 200,000 kwh. 
per vear. 
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A New Regent Product 


“Roselle” is the name given to a new 
scheme of colored decoration applied to 
the Veluria glass manufactured by the 
Ivanhoe-Regent Works of General Elec- 
tric Company, Cleveland. 

Roselle decorations compare with the 
most delicate color treatment of china, 
which heretofore has never been suc- 
cessfully duplicated in glass according 
to this manufacturer. The color, being 
fired, is permanent and holds true under 
the light. 

Words fail to suggest the effect of 
this new product, so the Ivanhoe-Regent 
Works has prepared color plates which 
are true reproductions of the decorations 
offered. These color plates will be mailed 
to anyone interested. 
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POSITION WANTED 


Gas Man, fifteen years’ experience, wants 
to handle Electric Range Sales Campaigns. 
Can earn $3000 a year for a company or 
a syndicate. ‘Executive,’’ Box P-207, 
Electrical Merchandise, 17 Madison Ave- 
nue, New York. 
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ROLLER BRUSH 
ALUMINUM SHAFT 
BEST QUALITY 
IMPORTED BRISTLES 








IT STAYS SOLD 


The revolving brush that really revolves and 
the trouble-free switch arrangement keep the 
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(Licensed under the Kenny Patent) 


Combined Suction Cleaner 
and Carpet Sweeper 


Permanently Sold 


Your customers won’t come back with the old I-could- 
have - bought - a- better- machine argument, because a 
better machine isn’t made at any price. 


That's why towns which were considered “‘sweeper- 
saturated”’ have been made to yield big business when 
worked along Ohio Electric co-operative methods—each 
machine sells another. 


These methods involve no extra effort on your part—it’s 


all in the methods. 


Write for details and start 
a profitable spring campaign 


THE WISE-HAROLD ELECTRIC CO. 


(The Sweeper People) 


Canton, Ohio 
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Approved by 
Good Housekéeping 









Good Housekeeping Magazine, 
the “trade paper” of the home, 
has tested and approved Globe 
Electric Ranges. 


















The article in the March issue 
tells the Globe story to hundreds 
of thousands of women — and 
among them are your possible 
customers. 
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Good Housekeeping says: “The special point of 
advantage in this range is its rapidly heated, well 
insulated oven. The broiler is a rapid heater and 
produces excellent results. Any cooking utensil 
can be used in the range. Strongly built and is 
intended to give a lifetime of service.” 





You can sell such a range. 
Write for big Globe catalog, for our selling plan, 
for our sales helps. 





Be ready to take advantage of the in- 
creasing popularity of electric cooking. 
It is here to stay, to grow, to become al- 
most universal. Will you cash in on it? 
You will if you write today. "DO IT ELECTRICALLY* 


The Globe Stove & Range Co. 


Kokomo, Indiana 
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The Type S 
Electric Range 


The Type S electric range, one 
of the three styles of which is 
shown above, is a very high grade 
range selling at prices from $70 
to $110. It is furnished with low 
or elevated oven and in the cabi 


net style as shown above’ 


Type S Ranges are furnished 
in plain or nickel finish. They 
are equipped, as are all G-E 
Ranges, with the famous G-I 
sheathed wire heating units, 
which are easily removable for 
cleaning. 


The Type S Range has been 
adopted as standard in large dis 
tricts where electric cooking has 
become standard. 


General Electric Company 


General Office: 
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The Type R 
Electric Range 


ype R electric ranges are 
constructed with a special form 
of heat insulation resulting in 
maximum economy of operation. 


The exterior surfaces of Type 
R ranges are panelled wherever 
possible and have an extra fine 
finish. ‘The hot plates and cook- 
ers are inserted in the flat cook- 
ing top, which is smooth and free 
from crevices to collect dirt and 
particles of food. The insides of 
all ovens are nickel plated and 
have welded steam proof seams. 

Type R ranges are furnished 
in four styles, having, respective- 
ly, low and elevated ovens and in 
the popular cabinet type, with or 
without back. 

The prices of Type R ranges 
vary from $125 to $225, depend- 
ing on style. 


Sales Offices in All Large Cities 
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The Type K 
Electric Range 


The new Type K_ electric 
ranges are manufactured to sell 
at a price slightly higher than the 
Type S. They are made in sev- 
eral styles similar in appearance 
to the Type S line but having a 
larger oven and an outlet for 
socket appliances. 


Nickel trim and white enam- 
eled splashers and door panels 
are used, and, in one of the 
styles, a separate broiling com- 
partment in addition to baking 
and warming ovens is provided. 


All Type K ranges have a 
thermometer on the oven door 
and are equipped with the posi- 
tive oven latch. 


Prices vary from $50 on the 


2-hole cooker to $185 on the 6- 
hole cabinet style. 


Schenectady, N. Y. 
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